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Visual Aids Will 
Improve Your Sales 
And Service 


\ 


Sales training program is dramatized with the help of visual aid equipment. 


'N THIS ISSUE: How visual aids will improve your sales and service . . . Annual inventory method that saves 
time . . . How to control your purchases, inventories and sales . . . Farmers do much of own work 
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Finishing off their attics is a 
must for hundreds of young homeowners 
right in your area. Most of them have 
already outgrown their homes—they’ve 
got to have more space. And for many of 
them, the space they need is waiting right 
up in their attics. As new construction 
tapers off these next months, go out of 
your way to help these families. No need 
for them to wait. The job can easily be 
financed under F.H.A. or through local 
bank financing. Both you and the home- 
owner will benefit. They will get a large, 
beautiful and comfortable extra bedroom 
or two for only a few dollars a month; you 
will get quick turnover and profits. 


These prospective customers are waiting 
to be sold. Offer them helpful information, 





In TH 
Look UP TM. 


— ATT 






Products 













Used: Insulite Insulating Wool, Durolite Pale Green 
Plank, Lusterlite Interior Board and Insulite Leatherite Hardboard. 
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Extra Fofits' 


free estimates and samples of the materials 
they’ll need. And remember, it’s the women 
who will decide what wall finish is used. 
Be sure you’ve got what she wants. See 
the new colors and textures offered by 
INSULITE. Compare them with others. May- 
be even show them to your wife and her 
friends. Let the women counsel you on 
color and texture. These new Insulite In- 
terior Finishes will sell themselves. May 
we show them to you... give you samples 
and literature? Just drop a card to INSULITE, 
Minneapolis 2, Minnesota. 

INSULITE Interior Finishes: Durolite Plank 
and Interior Board . . . Lusterlite Tileboard 
and Interior Board... Wevelite and 
Smoothlite Interior Boards. . . Acoustilite 
and Fiberlite Acoustical Tileboards.. . 


MINNESOTA AND ONTARIO PAPER COMPANY 
MINNEAPOLIS 2, MINNESOTA 
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Insulite is a registered T. M. U. S. Pat. Off. 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
Editors. 
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The rich, rain forests of Oregon yield the large and 


th e Best oO: the sound Douglas fir that comes to APMI mills for plywood V 


manufacture. From the woods, “peelers” are 








@ transported to the mills by rail or truck. 
Only selected logs are chosen for plywood production. “— | 
Only skilled craftsmen operate the specialized 7 
machinery that creates APMI’s exterior and interior type : 
} 
panels. And only when these panels pass dual h 
inspection (that of the company and of the Douglas Fir The 
Plywood Association) does APMI plywood go to 
market. There is a type, size and grade of APMI ; 
plywood for every building need. Each panel a 
is identified by a grademark and by the company Ala 
t 
trademark— your double guarantee of quality. i 
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ASSOCIATED PLYWOOD MILLS, INC. © 7 
General Offices: Eugene, Oregon | 
APMI MILLS: Eugene and Willamina, Oregon. De} 
APMI SALES WAREHOUSES: Eugene and Willamina, Oregon; San Francisco; Dallas; St. Louis. d 
APMI SALES OFFICES: 519 Johnston Building, Charlotte, North Carolina; 31 State Street, Boston, Massachusetts. 1 
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WASHINGTON REPORT 





Government controls keep coming along; a creep- 
ing paralysis, as one Washington lumberman 
calls the process. At the moment there are 
supposed to be eleven more orders at the hatch- 
ing point, some of which will be doing business 
by the time you read these lines. Nobody knows 
how many more are in the embryo stage. 


These creeps are with us. You don’t have to like 
them; and it’s your privilege, as it may be your 
pleasure, to try putting the corrective finger 
on those you think are wrong. But you may as 
well get used to having the things around for 
a spell .. . Something like this: 


Alan Valentine, head of the Economic Stabiliza- 
tion Agency, says Uncle Sam expects the anti- 
inflation program, now being fixed up, to have 
a run possibly even longer than the four-year 
record of the OPA. The Valentine idea is to 
try indirect controls first; higher taxes, tough- 
er credit rules, allocations and the like. How- 
ever, if these things don’t do the corrective 
a then comes the program of direct con- 
trols. 


Stuart Symington, chairman of the National Se- 
curity Resources Board and mobilizer of de- 
fense production, made what the press called 
“an angry speech” in addressing the Theater 
Owners of America. He wasn’t jumping onto 
the Theater Owners; but he took occasion to 
make it clear that if the indirect controls didn’t 
check inflation, and fast, then the government 
intends to wheel out the over-all price and wage 
fixing section of the new law, sling ’er into high 
right off the starter and take out for town. Not, 
you understand, in precisely those words. He 
also made the blunt warning that a price roll- 
back is possible; the first time as we recall it 
that this has been mentioned by a responsible 
high official. 


The inflation story: Here’s part of it that is get- 
ting the government especially worked up. 
Officials don’t like the dislocations the price 
spiral is causing in the civilian economy; but 
at the moment they’re looking directly at what 
the performance is doing to the defense pro- 
gram. 


The BLS figures for September show the cost of 
living index for the month to be within 0.7 
points of the highest elevation reached since 
the agency has been keeping records; which 
means of course that the purchasing power of 
U. S. money is near the lowest level in that re- 
corded era. October figures are not available 
at this writing; but statisticians take for 
eranted that the value of the dollar hit a new 
low. 


Defense appropriations buy smaller and smaller 
amounts of defense materials. For an item that 
could have been bought in the late ’30s for $100, 
Uncle must now put out $173.80. Using this 
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ratio, we get the shocking news that thirty bil- 
lions of defense, figured at the prices of the late 
30s, will now cost up something more than 
fifty-two billions! 


These comparative figures are not exact; but they 


help explain the Washington anxiety and the 
conviction that inflation will have to be con- 
trolled or that the defense program will have 
to be largely abandoned. Add the further con- 
viction that a free economy without defensive 
power isn’t free. Not for long. Anyway, bet- 
ter be braced for a wallop when the budget for 
51-52 is announced. One analyst with a repu- 
tation for being inside the facts says the figure 
will be above seventy billions and will not be 
cut below that figure. 


No bust: Don’t let the scare stuff throw you; all 


the funk talk about the big depression about 
to be touched off by the new credit rules. Sure, 
the housing rules will reduce the number of 
units built next year. They’re planned that 
way. The figure the control men have in mind 
is 850,000 or a little more. Below that num- 
ber? The rules will be relaxed. No thought 
of letting the industry get knocked out. 


The ban on amusement construction shouldn’t 


M 


check the industry much, since but a small per- 
centage of its materials get used for the pur- 
pose. Of course if you specialize in field houses, 
you ARE hurt. But the big scare was in the 
NPA statement that other commercial struc- 
tures might be outlawed; and especially in the 
vague language that stop orders might get 
plastered onto buildings partly erected. No 
contractor or money lender would take chances 
with that one. So the NPA put out an amend- 
ment indicating that the agency wouldn’t stop 
construction actually under way. 


-4 & L-41: During the late war, L-41 in a gen- 
eral way required a builder to get specific 
permission before starting a building. M-4, on 
the contrary, puts definite prohibitions on cer- 
tain types of construction, sich as these amuse- 
ment affairs, and does it on the basis of their 
intended use. There’s a small chance of getting 
the M-4 prohibitions relaxed in special cases; 
but it is small. This method of allowing or pro- 
hibiting construction on the basis of intended 
use seems to be a fundamental policy, this 
time. 


Mortgage restrictions, we’re told, will not check 


home building before next spring; at least not 
much. There are enough starts now on the 
workbench to keep the industry going for five 
months or so. The prospective reduction, next 
year, probably will mean easier supplies of 
building materials. It’s a question if the direct 
defense needs will get going soon enough to 
utilize all the “saved” materials. 


























SHURLOK SHINGLES 


.. self-locking at 4 points, nailed at 2 points... give homes 
snug security in any weather. Produced in a wide variety 
of colorful blends, with distinctive Cedartex graining ... 
Shurloks add beauty to any home. Available in Standard 
(as illustrated) or Double Coverage. 


INTERIOR INSULATION BOARD 

. in Gray-tex and Green-tex . . . gives you ex. 
citing new style, color and Textured Design 
for wall treatment. Flame resistant surface finish 


in Textured Design conforms to U. S. Dept. of 
Commerce Commercial Standard CS42-49 Class F, 


SHADO-TEX 
INSULATED 
add even more style and color, 
with a deep, attractive shadow 
line built right into every panel. 
This new addition to the Flint. 


kote line is available in both 
Shingle and Shake Design. 


give homes the perma- 
nent beauty and much- 
sought fire safety every 
home owner wants. And 
the colorful, textured 
beauty gives a world of 
style and charm to any 
building, new or old. 


you'll see a 


BRIGHT FUTURE 


for you 
NATURAL CO 
MORTAR JOINT 


makes this insulated brick sid- 
ing so genuine-looking that 
we think even you, a trained 
observer, will be fooled from 
even a short distance. Wire- 
scored-brick pattern adds even 
more authenticity. 


in Flintkote’s 
1950 Products 
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Yes, you can look forward to plenty of business 
in the new products Flintkote has introduced 
this year. 

More and more, home owners are becoming style- 
and color-conscious . . . in remodeling materials, 
as well as those used for new construction. More 
and more, home buyers are looking for something 
that lifts houses out of the “ordinary” class. 
Style and color in materials does just that. 


And, in the new Flintkote line, you’ve got plenty 
of style . . . a rainbow of color. Cash in on it. 


Make sure customers and prospects learn that you 

can give them what they want, with Flintkote 

Building Materials. 

THE FLINTKOTE COMPANY, Building Materials 

Division, 30 Rockefeller Plaza, New York 20, N.Y. (eu l LDING|| 

MATERIALS 
=—=S_ 
D 
FLINTKOTE 
" | Me Gti  yltaed of denice cdf no ano! 
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NEWS BRIEFS 





Election day has come and gone, bringing general rejoicing. New Construction 


Results will have a steady influence both politically and econom- 
ically, in the months to come. Businesswise, Republican strength 
came at points to indicate a trend toward less free and easy 
methods. Look generally for a tightening of credits, pressure for 
less government spending, a break on government in business. It 
means at least some reversal from inflation in favor of deflation. 


* * * 


Latest indications are the building boom was not dealt the 
death blow heralded by many outspoken critics of credit controls. 
After a wait and see period during September, home starts are 
again on the up grade in many cities. It now appears there is 
enough downpayment money around to keep a healthy housing 
market going for months to come. 


* * * 


Even lumber prices, which absorbed some heavy price: beat- 
ings for a time, are now recouping and indicate marked optimism 
on the part of manufacturers and buyers alike. 


* * * 


Cancelled lumber orders: The end of the season, and the 
fear of approaching construction limitations, have caused some 
retailers to cancel lumber orders placed earlier with sawmills but 
not shipped. Signs of declining prices also figured in the affair. 
The reason usually given by the retailers is the NPA inventory- 
limiting order. 

* «¢ * 

The order is vague; and so far the Commerce Depart- 
ment has refused to clarify or amend it. This has produced a 
serious retailer-manufacturer argument that at this writing hasn’t 
been settled. Sawmill men usually agree to “deferment of ship- 
ping,” but not to cancellations. Retailers claim that some sawmills 
practiced a “deferment of shipping,” without the buyer’s consent; 
when prices were rising and stock could be sold at figures consid- 
erably higher than those earlier agreed upon with the retailers. 


* * 1 


FTC Decket 3977: One of those hard cases that may 
make bad law. It has to do with the sale of spark plugs by a 
manufacturer to various types of consumers; car makers, whole- 
salers of accessories, mail-order houses, retailers and the like. 
Sales were made at different prices. The charge by the Federal 
Trade Commission is discriminatory trade discounts, in violation 
of the Clayton and the Robinson-Patman Acts. 


* * * 


The trial examiner’s recommendations recognize the right of 
the company to charge varying prices, provided it can show that 
these differentials are based upon differences in costs of manufac- 
ture, sales, delivery and the like. But apparently the burden of 
proof upon the company might involve an exact accounting study 
of each particular sale. 

ee -* 

__ This could limit or terminate the practice followed in most 
industries of allowing “functional discounts”; that is, a certain 
discount granted to one customer because he is a wholesaler, a 
different discount to another because he is a retailer, and so on. 
Of course there could be different cost patterns, say, in sales to 
different retailers. But being compelled to figure the exact cost 
background of each sale could put a destroying burden of overhead 
upon the manufacturers operations and might result in his refus- 
ing to sell to small customers. At this writing the FTC hasn’t 
acted formally on the trial examiner’s cease and desist recommen- 
dation. But if it is accepted and is applied literally and exactly, 
Just about every business man will feel its weight. 
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New construction activity 
turned downward in October 
from the record rate which it 
had maintained throughout the 
summer, the U. S. Labor De- 
partment’s Bureau of Labor 
Statistics and the Construction 
Division, U. S. Department of 
Commerce reports. The total 
value of all types of new con- 
struction put in place during 
October amounted to about $2.7 
billion, 4 percent less than the 
September total. 

A decline in the amount of 
private homebuilding was the 
principal cause for the drop in 
total construction activity. 
Highway construction also de- 
clined, but most types of non- 
residential building, both pri- 
vate and public, increased over 
September levels. Expansion of 
industrial and commercial 
building activity was particu- 
larly marked, reflecting the 
high rate at which contracts 
have been awarded during the 
past few months. 

Before the downturn in pri- 
vate homebuilding in October, a 
new record had already been es- 
tablished this year for the num- 
ber of new dwellings placed 
under construction. A total of 
more than 1,100,000 new non- 
farm dwellings were started 
during the first 9 months of 
1950, compared with 1,025,000 
in all of 1949 and the previous 
annual peak of 937,000 in 1925. 

Estimates of the value of new 
construction put in place dur- 
ing October represent, for the 
most part, work started during 
earlier months, and therefore 
reflect to only a very limited 
extent the trends of construc- 
tion activity which may result 
from recent Federal actions in 
the construction field. 

During the first 10 months 
of 1950, new construction with 
a total estimated value of $22.8 
billion was put in place, 22 per- 
cent more than the total for the 
same period in 1949. Nearly 
$9.5 billion of the total for the 
first 10 months of this year was 
made up of outlays for new 
nonfarm dwellings, 63 percent 
more than during the first 10 
months of last year. The 
amount of private nonresiden- 
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SPECIFIED 
LENGTHS 
GRADE STAMPED 


DOUGLAS 








Shipped ahead of time — faster 
than promised. We hope you like 
this policy because we've been 
doing it for years. 


Standard green Fir shipped in 
specified lengths, widths, and 
grades of dimension; also small 
squares and boards. 


The ever-increasing number of sat- 
isfied Air-King customers is the 
result of prompt, dependable serv- 
ice and good, well manufactured 
Air-King lumber. You will like it 
too. Let us know your needs today. 





es 











AIR-KING 


MANUFACTURING 
CORP. 


Tigard, Oregon 


Telephones — Portland Line CH 3330 
or Tigard 6161 
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tial building was up about 10 
percent from last year, when 
the first 10 months are com- 
pared, and public construction 
was up about 8 percent. 


Clay Products 


C. Forrest Tefft, of Colum- 
bus, Ohio, has been elected 
President of the Structural 
Clay Products Institute, Na- 
tional Association of brick and 
tile manufacturers. L. S. Meyer, 
of St. Louis, Missouri, has been 
named Vice President; George 
Gammie, of Chicago, Illinois, 
Treasurer; and Joseph J. Cer- 
mak, Washington, D. C., was 
reelected as Secretary. 

Mr. Tefft, who is President 
of The Claycraft Company in 
Columbus, succeeds W. J. Good- 
win, Jr., of Des Moines, Iowa. 
The elections took place during 
the Annual Convention of the 
Structural Clay Products In- 
dustry at Colorado Springs, 
Colorado, last month. 

Karl Mathiasen, President of 
the Federal Seaboard Terra 
Cotta Corp., Perth Amboy, N. J., 
was elected to the Institute’s 
Board of Directors as the first 
representative of the newly- 
formed Architectural Terra 
Cotta Institute. The enlarged 
Board of Directors now in- 
cludes 40 brick, tile and terra 
cotta manufacturers from all 
sections of the country. 


Flooring Production 


Bookings of Northern Hard 


- Maple, Beech and Birch Floor- 


ing in the first nine months of 
1950 amounted to 63,800,000 
feet, an increase of 80% over 
the same period last year, ac- 
cording to L. M. Clady, Secre- 
tary-Manager of the Maple 
Flooring Manufacturers Asso- 
ciation. 

Clady said shipments this 
year, to date, totaled 49,825,000 
feet, up 37% from 1949. These 
figures were reported by both 
member and non-member manu- 
facturers, who produce approx- 
imately 95% of all Northern 
Hard Maple used in the United 
States for floors in schools, resi- 
dences, housing projects, bak- 
eries, stores and _ industrial 
plants, he said. 

“Third quarter production of 
Northern hardwood flooring in- 
creased 15% compared with 
this year’s second quarter, indi- 
cating some improvement in the 


availability of rough flooring 
lumber,” Mr. Clady stated. 
“Manufacturers are making ey- 
ery effort to produce enough 
flooring for the school building 
market in order that the re- 
quirements on new _ schools 
now under construction can be 
furnished,” he continued. 

Clady said at least 55% of 
Maple and Birch Flooring pro- 
duced in standard sizes so far 
this year has been laid in resi- 
dences, large-scale housing 
projects and apartments. “Cur- 
rently, the demand is steadily 
increasing for industrial uses, 
particularly in the textile field 
and for repairs and improve- 
ments in factories preparing to 
turn out defense orders,” he 
declared. 

Industry stocks of Northern 
Hard Maple, Beech and Birch 
Flooring total 3,425,000 feet as 
of October 1, a decrease of 
67.1% compared with the same 
date in 1949, according to Mr. 
Clady. Current unfilled orders 
stand at 19,675,000 feet, up 
198% from last year’s nine- 
month period, he said. 


Market Situation 


The lumber picture is still 
showing wide spreads in the 
common grades, as well as the 
selects. Some lists are quoting 
well below the going market. 
But such lists represent cars 
that are rationed out. There 
are no where near enough to 
go around and to make the dif- 
ference in many other cars are 
going substantially higher. 

Generally speaking, however, 
there is a stiffening trend in 
the better grades, both common 
and selects, in the better spe- 
cies, and cars showing better 
quality. 

So far, it looks like the pro- 
jected cut back in housing will 
ease the supply situation in 
metal products and cement and 
gypsum. At the same time, it 
appears more and more certain 
that defense demands on these 
products will increase. 

Seattle—Many shingle mills 
are down as a result of a vol- 
untary curtailment on the part 
of operators who maintain 
prices are too low for profit- 
able manufacture. Other fac- 
tors governing shingle and lum- 
ber mills are favorable for 
steady output. Loggers have 
seen their first snow of the sea- 
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KOROSEAL’” TILE 


The lifetime luxury 

TEXFLOOR* TILE 
Innovation in linoleum 
flooring! Has the 
beautiful appearance 


tile. Can't rot or stain. 
Unaffected by grease, 
acid and moisture. In 
23 jewel-brightcolors! 
of expensive texture. 
In 7 sparkling colors. 


ually 


LINOLEUM TILE 
Long-wearing Sloane 
Quality Marbletone* 
Linoleum in tile form! 
Your customers can 
install it. In 10 colors. 


RUBBER TILE 


It’s tough, yet quiet 
folate Mk ofaatdelate] >) (Mtl se 


ASPHALT TILE 


Wear-resistant, water- 
proof tile. Ideal for 
converting basement 
space to useful attrac- 


INDUSTRIAL TILE 


Extremely durable 
TitcMikekolalal: Mcelam Lact Es 
subject to abnormally 
heavy wear. In black, 


derfoot. A medium- 
weight, heavy. traffic 
flooring. In 19 colors. 


tiveness. In 20 colors. 
brown and green. 


f 


& 
You’re set for every tile sale with SLOANE-BLABON 


ONE LINE... SIX DIFFERENT TYPES OF TILE! 
That’s your story: when you sell the Sloane 
Quality line. It’s the complete line that enables 
you to solve every flooring problem. And it’s 
the line that gives you plenty to #ell in order to 
sell .. . the sales-making facts of better design, 
truer color, longer wear, and higher value. To 
make a big success of the profitable tile busi- 
ness, feature the “Sloane Quality Six.” Every- 
thing about this one great line is in your favor. 


SCORE MORE WITH 
DESIGN-A-FLOOR*! 


Go. It's a sales department, dis- 
ee play and promotion... all 
ee in one! And what a selling 
a . job it does for you. Design- 

ty | A-Floor sells more tile, more 
op Mee | profitably. Get the facts 
peneaek and a FREE copy of the 
Design-A-Floor booklet. 


Write to Dept. AL-3, 
: Sloane-Blabon Corp., 295 
ee Fifth Ave., NewYork16,N.Y. 
oS gat o 
a tease *Trade-mark 
. os a **Koroseal is a registered Trade- 


mark of the B. F. Goodrich Co. 


DOANE-BLABON CORPORATION © 295 FIFTH AVENUE, NEW YORK 16, N. Y. 
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son but high camps are still 
able to operate. 
Demand-prices—Both the fir 
and shingle markets have re- 
covered somewhat from the con- 
tinuous decline in prices which 
characterized the market the 
past month. The fir market is 
described as “relatively stable 
compared to a few weeks ago.” 
Flooring and drop siding have 
advanced from five to ten dol- 
lars in the past fortnight. Green 
boards and shiplap have 
dropped about five dollars but 
No. 1 and 2 green dimension 


are steady at previously quoted 
prices. However, No. 3 dimen- 
sion is weaker by about five dol- 
lars. The advance in flooring 
and siding is significant as these 
items changed very little dur- 
ing the recent period of high- 
est prices. The advances are 
ascribed to competition with 
plywood for the best logs which 
has reduced the supply. 

Cars in transit can be bought 
cheaper than lumber at the 
mills. Timbers are stronger 
than dimension. Most hemlock 
upper items except ceiling have 








DISTRIBUTORS—Write today for 
the full story of Wisconsin Knight. 
RETAILERS—Ask us for the name 


of your nearest distributor. 





dtstributers aud dealer... 
Wisconsin night’ 





guaranteed in writing. 


Investigate today. You'll be det tomorrow 
that you did. 


Hollow-Core 


GUM 


and 


BIRCH 
FLUSH DOORS 


¢ 








at 
Fame oe 
GUARANTEED 


Here is one opportunity you 
can't afford to pass up—IF you 
want more door sales! Wiscon- 

sin Knight flush doors are fast 
sellers. They're top quality with 
outstanding sales features no other 
door offers. 


Wisconsin Knight doors are made 
with beautiful Gum and Birch veneers 
and natural wood core. Two lock blocks 

permit eight way hanging. Interior and 
exterior styles . . . front and grade 
models. Each Wisconsin Knight is fully 





WISCONSIN FLUSH DOOR 


Manufacturing Company 


10101 Lyndon Avenue 


Detroit 21, Mich. 


Phone: TExas 4-8010 








followed the fir advance to the 
extent of five or ten dollars but 
dimension items have dropped 
four and five dollars. The shin- 
gle market has rallied some- 
what. No. 1 perfections are 
quoted only fifty cents lower 
than two weeks ago and No. 2’s 
about $1 less but five X are 
moving at the same figure or at 
prices fifty cents to $1 less for 
No. 1’s in some sales. Royals 
remain steady due to short sup- 
ply. No. 2 five X are slowly 
firming. 

There is some activity in ex- 
port. Washington and Oregon 
mills are selling green dimen- 
sion and boards at $22 less than 
six weeks ago. Squares are off 
$7.50 to $10.00. Inquiries have 
been received here for 6,000,000 
ft. for South Africa; 4,000,000 
for Formosa and 8,000,000 feet 
for Okinawa. Cedar siding is 
steady and much in demand. 
Common pine items tend to be 
cheaper. 


There is no surplus of logs. 
Recent sales have been made as 
follows: 

Fir—No. 
45.00. 

Peelers, No. 1—85.00 to 
105.00; No. 2, 90.00 to 95.00; 
No. 3, 85.00. 

Shingle logs—No. 2, 60.00; 
No. 3, 35.00. Hemlock—No. 2 
and 3, 41.00 flat. 


Tacoma—Credit controls un- 
deniably have served some- 
what as a brake as far as lum- 
ber buying in this area is con- 
cerned. But the situation here 
probably is no different than it 
is in other heavy lumber pro- 
duction centers. For the most 
part, buyers just are proceed- 
ing with a little more caution 
until they are able to determine 
more accurately just what the 
overall effect will be. Non- 
essential buying has been the 
chief sufferer. Essential items 
seem to be in good demand. Rail 
shippers continue to clamor for 
cars and water borne shipments 
are moving out steadily as space 
is available. Buyers continue 
to evince great interest in pub- 
licly owned timber which has 
been commanding as much as 
three times its appraised value 
at auctions held in_ recent 
months. More than 13,000,000 
board feet of timber in the 
Olympic National Forest will 
be offered at two separate pub- 
lic auctions in late November 


2, 50.00; No. 3, 
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OF Shermopane 


LIBBEY-OWENS:-FORD GLASS CO. 
36115 Nicholas Building, Toledo 3, Ohio 


SM 
= = 


MZ TTL ae 


Did you need 


Theormopane INSULATING GLASS is made in: 


PLATE GLASS 


Yo"-thick unit an two panes of high- Y"'-thick unit, with two panes of Ye" polished plate glass. 
quality sheet glass. 





1“-thick unit, with two panes of %4" polished plate glass. 


OVER 100 WINDOW TYPES AND BRANDS are ready-made with sufficient rabbet depth for 
Thermopane: 





—as well as other types, including 
projected and pivoted windows. 


























Double hung Casement Awning Sliding Picture 


1-3/8‘ WOOD SASH IS OK for 2” Thermopane if it is made with deep enough rabbet for the 
double-glass unit. 


LOW-COST THERMOPANE WINDOW WALLS are being built by some contractors with a framework 
of pre-routed 2 x 6‘s. (Mail coupon for information). 


MORE THAN 80 STANDARD SIZES of Thermopane are available—and special sizes can be had. 
Libbey-Owens-Ford Glass Distributors carry many standard sizes in stock. 


THERE’S MORE PROFIT per window opening when you sell Thermopane instead of single glazing. 


Be sure your builder customers and your own sales personnel have complete information. Mail the 
coupon for further information on sizes. *® 


LIBBEY-OWENS-FORD GLASS CO. 
36115 Nicholas Bldg., Toledo 3, Ohio 


Please send me information on: 


(-] Thermopane standard sizes 


MADE IN U.S. SOLELY BY [_] Names of manufacturers of sash for Thermopane 


Name 





Address 





i 
| 
I 
I 
| 
| [[] Low-cost methods of Thermopane window wall construction 
| 
| 


ILDING Propucts MERCHANDISER 








MILLWORK 
MANUFACTURERS! 


SASH AND DOOR ‘2? Le ; 
JOBBERS! Wie > 





balances... in 
one unit! 

























Easily installed S=s 
in 6 minutes ( 
per window! 


-. 










Used with standard \ 
Ye" x ¥e" grooves 
in sash stiles! or 


—" 


Metal quickly attached 
to jamb with 4 drive-screws, 74 
staples or nails! 














Less expensive than weather- 
stripping combined with any 
other type of sash balances! 





No replacement or main- 
tenance costs... equipment } 
lasts the life of the building! J # 


i 


y 


Cthlew Flee 

COMBINATION 

METAL WEATHERSTRIP—SASH BALANCE 
Millwork Manufacturers and Sash and 


Door Jobbers . . . Write today for 
complete information. 
Retail Lumber Dealers . . . see your 


mill or jobber today! 


ZEGERS, Incorporated 
8088 South Chicago Avenue 
Chicago 17, Illinois 


14 


Weatherstripping plus 


b 4 
| 


Soe 
re 
34 






we res 





wg Used with stock 
plank frames and 
stock sash! 


Tne ew 






No machining 
of frames 
required! 








Metal completely covers 
jambs—lower cost 
lumber may be used! 


~~ 
7oe 





Dura-seal provides complete 
weather protection—smooth, easy 
window operation—neat, attractive 
window appearance. 


November 










and early December. An esti- 
mated 3,600,000 board feet of 
Pacific Silver fir, western hem- 
lock, western red cedar and 
other species in the Humptulips 
working circle will be offered 
for sale at Aberdeen Nov. 30. 
A second stand containing an 
estimated 9,900,000 board feet 
of Sitka spruce, western hem- 
lock and other species in the 
Quinault working circle will be 
auctioned at the same place Dec. 
5. Sale of state owned land and 
timber during October yielded 
more than $2,000,000, according 
to the state land commissioner. 


Kansas City—The Southwest- 
ern lumber market felt the im- 
pact of the break in prices and 
while values were substantial- 
ly under the levels of the pre- 
vious month, lumbermen as- 
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serted that no great deal of 
stock changed hands at the 
lower quotations. 


The market, they said, still 
was very sensitive and that any 
sizable amount of buying could 
easily turn the picture around. 
Yards do not have much in- 
ventory and mills have no sur- 
plus stock. In addition, the in- 
dustry is going into its tradi- 
tionally slow production period 
of the late fall and winter 
months, where weather is a big 
factor in the movement and pro- 
duction of lumber in the south- 
west. 

The West side of the Missouri 
river market has not taken 
much of a licking, as com- 
pared with the East side. It has 
been the “roofer mills” that 
have suffered from price de- 
clines of as much as $20 a thou- 
sand board feet in the last 
month. The West side market 
is off from $5 to $10, on the 
average. 

Normally there is a differen- 
tial of $10 a thousand between 
the West side and the East side 
and owing to the mad scramble 
for supplies after the start of 
the Korean war the East side 
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THE LOCKWOOD BALL-BEARING DOOR CLOSER 


has ALL these ESSENTIAL FEATURES! 





Make Your Own Comparison Test! 


Here are 10 basic features of design in the 
Lockwood Ball Bearing closer. Use them to 
make your own comparison between the 
Lockwood closer and any other make. . | 
Lockwood — Any 
Ball-Bearing other 
oser make 

















i 1. Ball Bearing 
|. 1 Shaft. — 


2. Precision Ma- }| 
chining through- Yes 
out. 

3. Minimum of In- Yes 
ternal Friction. 


4. Minimum Resist- Yes 


ance to opening. 


5. Maximum Clos- 
ing Power. Yes 


: 6. Oversized Shaft. Yes 


Compare the new precision Lockwood Ball- 
Bearing Rack and Pinion Door Closer with any 
other leading make. On every point that counts 
most with users and buyers, the Lockwood 
Closer will pass with flying colors . . . proving : 7. Shaft and Pinion | Yag 
the superiority of Lockwood's design and oper- ee 
ating principle. 

- Basic factors that make up the backbone of 
any door closer test are listed on 
the chart at the right. Use them 
to compare the Lockwood Ball 
Bearing closer to any other closer. 


8. Continuously 
notched Ratchet. Yes 


9. Patented Leak- 
proof Gland. Yes 











10. Climatic (All 
Weather Liguid) Yes 








Item by item you'll agree: Lock- 
wood is far and away out front... 


What’s BEHIND this test 
is important TO YOU! 


This comparative test will prove without doubt 
the superiority of the Lockwood Ball Bearing 
closer. But more than that, it will demonstrate 
to you why this closer performs in a way custom- 
ers can see and appreciate. . . why. it lets doors 
open at a child's touch, almost as if no closer was 
mounted there at all . . . why it closes doors 
quickly and positively right down to the final 
click of the latch — with enough reserve strength 
to meet adverse conditions — yet gently and 
quietly so there is no unexpected sharp closing 
or slamming. 

This test arms you with a powerful sales mes- 
sage worth telling over and over again. Use it 
to back up your story of Lockwood superiority . 
with a net result of more sales than ever before! 


in efficiency just as it is in sales. 


L-12 


HARDWARE MANUFACTURING CO. 


DIVISION OF INDEPENDENT LOCK COMPANY e FITCHBURG, MASS. 


,UILDING PropucTs MERCHANDISER 15 








values got as high, or higher, 
than on the West side, which 
is an abnormal situation and 
was bound to be rectified. 

Finish lumber this week was 
bringing $160 to $165 for 6- and 
8-inch stock, or about $5 less 
than the summer peak. On di- 
mension stock, 2 by 4’s in 10- 
to 14-foot lengths were selling 
at $75, or $10 under the sum- 
mer highs; the 16-foot lengths 
were bringing $80, also $10 less. 
The 2 by 6’s brought $85, or 
down about $10; the 2 by 8’s, 
$92, or $8 less, and the 2 by 
10’s, $105, or $5 less. 


No. 2, 8-inch  kiln-dryed 
boards on the West side sold 
from $92 to $93, or $7 from the 
top just before the break. On 
the East side the 6- and 8-inch 
air-dryed lumber brought $73, 
as compared with a $95 price 
in August. 


Lumber—National 


Lumber shipments of 416 
mills reporting to the National 
Lumber Trade Barometer were 
1.0 percent below production 
for the week ending October 
28, 1950. In the same week new 
orders of these mills were 10.9 





THE HOME OF A-Y 
KILN DRIED Ponderosa Pine 


plus Fir & Larch Dimension 


mark when you buy -- 


All Retail Yard Items 
Industrial Specialties 


Fir and Larch dimension. 





LOOK for the Familiar 


Alexander-Yawkey trade- 


GACY 


The familiar Alexander-Yawkey trade mark is your assurance of fine 
quality stock. It’s never been finer than we're shipping today. It comes 
from a beautiful tract of Ponderosa Pine timber with some intermingling 
of Douglas Fir and Larch. We can ship you straight cars of Ponderosa 
Pine yard and shed items or mixed cars of Ponderosa Pine items with 


Consult your local supplier for sash and doors made from our product. 











Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Ponderosa Pine Woodwork 





Member Western Pine Association 





percent below production. Un- 
filled orders of the reporting 
mills amounted to 46 percent 
of stocks. For reporting soft- 
wood mills, unfilled orders were 
equivalent to 23 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
48 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 6.0 percent above 
production; orders were 7.3 
percent above production. 

Compared to the average 
corresponding week of 1935. 
1939, production of reporting 
mills was 60.2 percent above; 
shipments were 62.1 percent 
above; orders were 58.8 percent 
above. Compared to the corre- 
sponding week in 1949, produc- 
tion of reporting mills was 5.8 
percent above; shipments were 
1.3 percent below; and new or- 
ders were 5.5 percent below. 





THE COST OF THE MARKET BASKET 


Based Average United States Prices as Reported 
. by the United States Bureau of Labor St. 





DOUWAR: DOUARS 
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= 

















Western Pine 


The 99 mills reporting to the 
Western Pine Association for 
the week ending October 28, 
1950, cut 72,121,000 feet, as 
compared to 69,265,000 feet for 
the same period last year. Ship- 
ments for the week amounted 
to 72,804,000 feet, as compared 
to 69,611,000 feet a year ago. 
Orders by the week’s end to- 
taled 63,269,000 feet. During 
the same period a year ago they 
totaled 64,269,000 feet. Orders 
for the week ran 12.3 percent 
below production and 13.1 per- 
cent below shipments. Gross 
stocks at the week’s end 
amounted to 732,857,000 feet; 
unfilled orders totaled 191,767,- 
000 feet, compared to 219,162,- 
000 feet on the same date a year 
ago. 


Southern Pine 


Production of Southern Pine 
by the 103 mills reporting to 
the Southern Pine Association 
for the week ending October 238, 
1950, amounted to 17,080,000 


November 18, 1950,. AMERICAN LUMBERMAN & 











ka 
a 
a 
a 
ye 








@a@m, 2 < 


eats 












ine 
* to 
tion 
28, 
000 








What glue makes bonds stronger than wood? 
How can | tame that wild grain on fir plywood? 


What's a better finish than shellac or varnish? 





When 











NATIONALLY 
ADVERTISED 


Almost daily we turn over to 
our dealers inquiries from our 
ads in Saturday Evening Post, 
Better Homes and Gardens, 
American Home, Popular Me- 
chanics, Popular Science and 
ever 20 other publications! 


customers ask such 
questions, recommend these 








SPECIAL 


INTRODUCTORY 
OFFER TO 
LUMBER 
DEALERS 

































What Finish Do Architects and Consumers Like Today? 





(In pints, quarts, gallons) 


SATINLAC 


The big modern trend is for light natural 
wood finishes. When customers ask you 
what to use, you'll make friends by recom- 
mending SATINLAC, to bring out and 
preserve the natural grain and color 
beauty of any plywood or solid wood. 
Satinlac avoids that “built-up” look and 
will not turn yellow or darken with age. 
“Water-white”, easy to brush or spray and 
dries ready for next coat in 3 or 4 hours. 





Satine 


Tame that wild grain with 


FIRZITE 


Over 40 million feet of fir ply- 
wood are sold every week! 
Here’s your market for 
FIRZITE! For FIRZITE is a 
“MUST” when finishing fir ply- 
wood. Used as an undercoat it 
tightly seals the pores . . . vir- 
tually prevents grain rise and 
checking . . . readies the sur- 
face satin-smooth for paint, 
stain or enamel. 


For blond, 
pickled, wiped 
or tinted ef- 
fects; for that 
“woodsy” look, 
recommend 
WHITE FIRZITE 
on either soft 
or hard woods. 








(In pints, quarts, gallons) 
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| UNITED STATES PLYWOOD CORPORATION 





Dept. 146, 55 West 44th Street, New York 18, N. Y. 


Your choice of 2 special package as- 
sortments on Firzite and Satinlac, com- 
plete with point-of-sale aids to dealers. 
Mail coupon for full details, together 
with full information about Weldwood 
Glue. Every time you sell plywood, 
you have a chance to sell these 3 


WIZARDS WITH WOOD. 
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| 
. | 
| Send me (check items desired) | 
| (1 Full descriptions of your Special Assortments No. 1 and 2 | 
| on FIRZITE and SATINLAC. | 
| [[] Full information about WELDWOOD Glue. | 
; NAME . l 
| ADDRESS | 
° 
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feet. This was .22 percent above 
the three year average. Ship- 
ments for the period totaled 
15,938,000 feet, or 6.69 percent 
below the three year average. 
Orders for the week totaled 
12,784,000 feet, 25.31 percent 


below production and 25.15 per- 
cent below three year average. 
Orders also ran 19.79 percent 
below shipments for the week. 
Orders on hand at the week’s 
end amounted to 48,266,000 
feet. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 











Vertical Grain Flooring 
B&Btr. C D 
hf SE apaea sy myers eh 170.00 160.00 120.00 

Flat Grain Flooring 
i Se ere 145.00 135.00 103.00 
Dee mde carcass 165.00 160.00 110.00 

Drop Siding 
1x6 (Pat. #106).160.00 155.00 118.00 
1x6 (Pat. #116).155.00 150.00 115.00 

Ceiling 
DOO) wawsedtewes 115.00 110.00 70.00 

Set 120-130 115-125 100.00 

Boards and Shiplap 

(green) 1x6 1x8 1x10 1x12 
meee Seeds Bee 70.00 68.00 70.00 
No. 2.... 66.00 67.00 65.00 67.00 
No. 3.... 54.00 57.00 55.00 57.00 

No. 1 Dimension 

12’ 14’ 16’ 18’ 20’ 
2x 4 67.50 67.50 67.50 71.50 71.50 
2x 6 67.50 67.50 67.50 70.50 70.50 
2x 8 67.50 67.50 67.50 71.50 71.50 
2x10 67.50 67.50 67.50 71.50 71.50 
2x12 65.50 65.50 65.50 68.50 68.5 

No. 2 Dimension 
2x 4 65.00 65.00 65.00 67.50 67.50 
2x 6 64.00 63.50 64.00 68.00 68.00 
2x 8 63.50 63.50 63.50 67.50 67.50 
2x10 63.50 63.50 63.50 63.50 63.50 
2x12 62.00 62.00 62.00 62.00 62.00 

No. 3 Dimension, R/L Only 
LE bie as wee a madi ee mw eked eae 49.00 
2x 48.00 
2 45.00 

43.00 
43.00* 

PONDEROSA PINE 

Selects 

‘2 or 48 4/4 RW 5/4RW 8/4 RW 
C&Btr. RL ...265.00 275.00 270.00 

Shop, 82S No. 1 No. 2 
4 ere rr roe 155.00 135.00 
DE, Widnelne o.watedie'e's arate ees 150.00 120.00 

Commons 

S28 or 48 No. 2 No.3 3&Wdr. 
co i Saas 122.00 94.00 82.00 
Bae We és eaess 120.00 90.00 ap: 

Trim 1x4 1x5 1x6 1x8 

Uppers RL ; 

No. 1 a 
ce eee 

Idaho White Pine 

Selects, S2 

or 48 1x4 1x6 1x8 5/64 
C&Btr. RL seatee | wae teeta 
oF Bee 4+ %< — ne 

Commons, S2 or 48S No. 1 No. 2 No. 3 

ae 30.00 115.00 89.00 
BE t6s0ce wuwas 130.00 115.00 89.00 

Sugar Pine, Selects, 

S2 or 48 4/4 RW 5/4 RW 6/4 RW 
B& Btr. RL...300.00 300.00 305.00 
Cc ee eS 275.00 275.00 195.00 
ee 255.00 240.00 175.00 

Shop, S28 No. 1 No. 2 No. 3 
. eer 150.00 120.00 90.00 
ere 150.00 120.00 90.00 
ee 150.00 120.00 90.00 


SOUTHERN PINE 


Vertical Grain Flooring 








B&Btr. C D 
ee ee --145.00 140.00 105.00 
Flat Grain Flooring 
, ee ere 120.00 115.00 95.00 
pee re ree 135.00 130.00 100.00 
Drop Siding 
1x6 (Pat. #106).148.00 135.00 110.00 
1x6 (Pat. #116).148.00 135.00 110.00 
Ceiling 
ME > Waideddheaceen 105.00 10.00 60.00 
Be Aces emarmaea 120.00 115.00 70.00 
Boards and Shiplap 
(dry) 1x6 1x8 1x10 1x12 
No. 1 ... 94.66 84.00 84.00 84.00 
No. 2 ... 79.00 79.00 79.00 79.00 
NWO. 3... Ta0e 73.00 73.00 73.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 .86.00 86.50 86.50 86.50 86.50 
2x 6 .86.50 86.50 86.50 86.50 86.50 
2x 8 .84.00 84.00 84.00 84.00 84.00 
2x10 .84.00 84.00 84.00 84.00 84.00 
2x12 .80.00 80.0Q 80.00 80.00 80.00 
No. 2 Dimension 
2x 4 .82.00 82.00 82.00 82.00 82.00 
2x 6 .80.00 80.00 80.00 80.00 80.00 
2x 8 .80.00 80.00 80.00 80.00 80.00 
2x10 .79.00 79.00 79.00 79.00 79.00 
2x12 .78.00 78.00 78.00 78.00 78.00 
No. 3 Dimension R/L Only 
2x 4 .60.00 wate ee 
2x 6 .59.00 
2x 8 .58.00 
2x10 .55.00 
2x12 .55.00 
REDWOOD 
Finish 
%x6 A&Btr. Siding ...... hs eae 120.00 
4x8 A&Btr. Siding ............ 150.00 
MES BEB. SIGNET «2... .cccccsce 185.00 
Se © Ble) BEE, sv icdivvcccocses 170.00 
ee ae - 180.00 
Oe OE ae 195.00 
1x10 R/L A&Btr P en 210.00 
peo ey ee eee ee 220.00 
Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 
Clear ar es “—" 
344 inch .....; 95.00 83.00 75.00 
%=5 imch ...... 120.00 118.00 88.00 
7ex6 inch ...... 155.00 143.00 120.00 
%x8 inch ...... 185.00 173.00 130.00 
Clear Bungalow Siding, % Inch 
ff. ee 210.00 198.00 160.00 
eee 230.00 218.00 175.00 
30. OM cscs cae 230.00 228.00 165.00 
Finish, B and Btr. S28 or 4S, 
6-16’ or Rough 
 , RE ei eg ae eee ee 145.00-165.00 
SCN ar usaiaes acter an algtine lib’ ar wee 175.00 
BIE oh. oh ab aciae Becca Gt al oi gh 6 0g ee 185.00 
Ceiling or Flooring, 
B and Btr., 9-16’ 
B&Btr. > 
SR eer ees oe 100.00 97.00 85.00 
res 100.00 97.00 85.00 
RED CEDAR SHINGLES 
Royals 
PONE. his ati eineedamawee 19.00 
 OUIE © eins arab acewerala eae 10.00 
OLN a0 ai ooo oile-arkceiwivhele. clera 6.00 
Perfections 
I-=EE “OVS vec ewes svces 12.50-13.00 
BEE SUPE sccdeceeucces 7.00— 7.25 
oe: ey 2 Se 5.25 
XXXxXxX 
at a a era 10.00 
ey, oe . ee eer 7.50 
pg | ee eee ee 5.00 


ENGLEMAN SPRUCE 


Boards and 


Shiplap 1x6 1x8 
No. 2&Btr..104.00 102.00 
No. 3&Btr... 88.00 91.00 

No. 1 Dimension 

12’ 14’ 16’ 
2x 4 93.00 93.00 93.00 
2x 6 93.00 93.00 93.00 
2x 8 93.00 93.00 93.00 
2x10 93.00 93.00 93.00 
2x12 84.00 84.00 84.00 

No. 2 Dimension 
2x 4 90.00 90.00 90.00 
2x 6 90.00 90.00 90.00 
2x 8 90.00 90.00 90.00 
2x10 90.00 90.00 90.00 
2x12 81.00 81.00 81.00 


(Boards graded 


Mo. i, 3, &, 
price; no price for straight No. 2. 


1x10 
105.00 
97.00 


18’ 
93.00 
93.00 
93.00 
93.00 
85.00 


90.00 
90.00 
90.00 
90.00 
81.00 


9 ° 


1x12 
115.00 
107.04 


20’ 
93.00 
93.00 
93.00 
93.00 
85.00 


90.00 
90.00 
90.00 
90.00 
81.006 


at flat 
Mills 


do not grade out No. 3 dimension sep- 


arately as in fir.) 





WESTERN HEMLOCK 
Vertical Grain Flooring 

B&Btr. 

ih acah aati a none 155.00 


1x4 
Flat Grain Flooring 
1x4 
1x6 
Drop Siding 


Ee Sire aay a 120.00 


Cc 
145.00 


115.00 
130.00 


D 
105.00 


95.00 
100.00 





1x6 (Pat. #106).155.00 140.00 115.00 
1x6 (Pat. #116).155.00 140.00 115.00 
Ceiling 
ET” eis leerksaliehie ea 105.00 100.00 60.00 
ee 120.00 115.00 70.00 
Boards and Shiplap 
(dry 1x6 1x8 1x10 1x12 
Ne. 2. 84.00 83.00 84.00 84.00 
No. 2. 79.00 79.00 79.00 79.00 
No. 3.... 73.00 67.00 73.00 73.00 
No. 1 Dimension 
2’ 14’ 16’ 18’ 20’ 
2x 4 81.00 81.50 81.50 81.50 81.50 
2x 6 81.50 81.50 81.50 81.50 81.50 
2x 8 79.00 79.00 79.00 79.00 79.00 
2x10 81.00 81.900 81.00 81.00 81.00 
2x12 77.00 77.00 77.00 77.00 77.00 
No. 2 Dimension 
2x 4 78.00 78.00 78.00 78.00 78.00 
2x 6 76.00 76.00 76.00 76.00 76.00 
2x 8 76.00 76.00 76.00 76.00 76.00 
2x10 74.00 74.00 74.00 74.00 74.06 
2x12 74.00 74.00 74.00 74.00 74.00 
No. 3 Dimension, R/L Only 
arn ss char edere "ad aoa austere area arene 55.00 
eee Eso, ue 0g a tccs eo entates eteneimecorael oa 54.00 
i  aecbchiwin weaned ealwnce es nals 53.00 
es nt rr re ee 50.00 
SX1Z ce cceccscccscccccccreres 50.00 
OAK FLOORING 
Clear Pln §3x2%4 38x1% %x2 %xi% 
White ..245.00 215.00 187.50 177.50 
Red ....245.00 215.00 187.50 177.50 
Sel Pin. p 
Red ..215.00 195.00 167.50 152.50 
White 215.00 195.00 167.50 152.50 
#1 Com. ? 
White ..190.00 165.00 152.50 132.50 
Red ....190.00 165.00 152.50 132.50 
#2 Mixed 
15” Shorts 
105.00 77.00 77.00 65.00 
#1 Com. & p 
Btr.. ...135.00 105.00 87.50 72.50 
#2 Com. .. 95.00 75.00 57.50 42.50 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, to 18’ are: 
Beveled Siding, % Inch 


lear fad ome 
426 inch ...2- - 85.00 83.00 70.00 
%z6 inch ..... 120.00 118.00 8.00 
BO IMEN .ccees 155.00 143.00 120.00 
MG TNGR 2.06 es te 7 130.00 
Clear Bungalow S Zz, ne 
8 inch = weeeee-210.00 198.00 160.00 
i... ...-230.00 218.00 175.00 
TS. SOOM occsas .236.05 228.00 165.00 
Finish, B — Btr. 528 or 4S, 
-16’ or ro 
7" 1x8. — AE ee .145-165.00 
oo) re 175.00 
eer 385.00 
Ceiling or Floori® Bes —, 
EE eacnncees en / 00 85.00 
BO csvtccceetsssk¥e 64.00 85.00 
Discount on mov) 53, 6-20’ odd 
lengths. 
Series 8,000— 
Listing under $4 09---! pilus 125 per 
cent. 
Listing $4.00 ar: plus 130 
per cent. 
Clear Lattice, 5/1t". 4 to 1 
/3x3 100 I We oa 
RJSBS «cece rea) 
1/3x4 11) ee 
RMAN @& 
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1x12 
15.0 
7.00 


20' 
43.00 
13.00 
33.00 
13.00 
85.00 


40.00 
10.00 
10.00 
10.00 
‘1.00 

flat 
Lillis 
sep- 


———_ 


D 


1.00 


5.00 
10.00 


5.00 
5.00 


0.00 
0.00 


x12 
4.00 
9.00 
3.00 
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*Our Grave Dangers Today 


EDITORIAL 


And Some Patterns For Survival 


V. We must sell the Character of Business 
Management. 


American business managers are those who 
direct the activities of their associates in busi- 
ness operations. They are the corporals, cap- 
tains, sargeants and generals who lead the pla- 
toons, companies and regiments of workers in 
industry and commerce. Just as business is a 
universal operation for everyone, everyone also 
partakes in management, in the sense that under 
the American way, everyone manages his own 
economic life primarily. 

It is only when one makes the management 
choice of working for others that one delegates 
a part of self-management to constituted man- 
agement. What then shall we say and sell about 
the character of American business management 
in this War of Ideas? 


Character is defined as: “Moral force; what 
one is, rather than one’s reputation; a record of 
performance.” I like the definition “What one 
has done has done to him’”—A sum total of one’s 
reaction to everything that has happened to him. 

In Freedom’s Sales Kit, the presentation of 
management’s character should be a bright spot. 
Business management has taken on moral force! 
It is said that character includes both natural 
and acquired traits. Acquisitive self interest is a 
natural characteristic of management and moral 
force is an acquired characteristic. Business 
management has acquired moral force because 
of enlightened self interest. 


Management’s first concern in the old days of 
business history was to make a profit for the 
investor. It wasn’t long before it discovered that 
in a free economy like ours, there was one boss 
more important than the investor, and that was 
the consumer. (Consumers can make or break 
any business or its management.) It was then 
that management accepted the second obligation 
of consumer service. Today both business and 
management exist to serve American consumers 
and make a profit in doing so. 

A third consideration was added to these two 
basie responsibilities when management found 
more and more laws being passed to curb man- 
agement in the interests of the community. 

Finally management discovered that in our 
kind of democracy where votes count, the em- 
ployes outnumbered it in ratio of seven to one. 

This made it wise for management to add re- 
sponsibility to its employes. 

Therefore, in selling the character of business 
management, we should emphasize that today’s 
management accepts a four-fold responsibility— 





*This is the fifth in a Series of Editorials on this gen- 
eral subject. 
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to its investors, its customers, its workers and 
to the community! 


A goal of modern business management in 
America is to provide: More and better goods 
and services for less money at higher real wages 
with fair profits. 


It is the proud history of management that it 
has consistently achieved these objectives. 

Management has created the safest working 
conditions, it has the best treated employes, we 
pay the highest wages for the shortest working 
hours in the entire history of the world! Yet, 
the man in the street says management works in 
collusion to fix prices, to hold down production 
to maintain prices, to make excessive profits and 
salaries and has failed to put the brake on 
prices. The No. 1 failure in management is the 
failure to sell the principles that shape its 
character. 

Of course management is not perfect any more 
than our business machinery and profit system 
are perfect. Some managers skirt the thin edge 
of the law, turn a sharp dollar now and then, 
exploit workers, and are crassly selfish and un- 
concerned with ethical considerations. 

But the number of companies both big and 
little who have established bonuses, incentives, 
vacations with pay, retirement and pension 
plans, sickness, accident and life insurance profit 
sharing, and other employe benefits, are im- 
portant testimony to the fact that we have a sal- 
able package indeed in the Character of Our 
Business Management. 


Every organized business should sell its own 
management to the stockholders, its customers, 
its employes and its community. The best way to 
sell is by example! 


Instead of preaching free enterprise let’s de- 
tail and spell out the character of business man- 
agement and the profit system in terms of a 
simple practical story of each business unit 
itself—what it is, what it does and the results 
for everyone concerned. If we do that we won’t 
have to worry about selling free enterprise to 
anyone. It will have sold itself. 

Thus we will sell the merits of business and 
the profit system and the morals of management 
specifically in terms of plans, policies, programs 
and performance. 

Finally we must repeatedly emphasize that 
the only possible alternate to business manage- 
ment in the economy is political management— 
and that means Communism! 

Another vital idea that we must sell in this 
ideological war is: The Profit Idea! This will be 
covered in the next issue. 





Silent Films 
Can Be Run on 
Sound Projectors 


THE 16 MM PROJECTOR pictured here also includes 
sound equipment. The lightweight unit which sells for 
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Photo courtesy Bell & Howell Co. 


approximately $400 is ideal for small audiences. Additional 
speakers can be added for larger groups. 


How Visual Aids Improve Your Sales and Service 


What equipment do you need? What films are available? How do 
you get them? These are some of the questions answered in a timely two-part arti- 
cle on the important subject of audio-visual aids available to the building materials 
dealer. This first article describes various types of equipment and how to use it. 


PART | 

Still filling a backlog of or- 
ders to complete homes already 
under construction, and now 
looking to new pressures and 
shortages caused by a resur- 
gent national defense program, 
the building materials dealer 
finds it easy to convince him- 
self that he has little need for 
sales education among his men. 
The need was never greater. 

Looking beyond this turbu- 
lent period, the good business 
executive realizes that this is 
an opportunity to build up a 
really strong and _ well-in- 
formed sales force against the 
day when markets dry up and 
selling again becomes the most 
important key in our business 
economy. 

Yes, good salesmen are like 
good hardware: they get rusty 
from disuse. In time of sales 
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This article was prepared in co- 

operation with Business Screen 

Magazine, 150 East Superior St., 
Chicago, IIl. 


pressure there isn’t time to de- 
velop real product knowledge, 
real “know-how” on the char- 
acteristics and qualities of 
building materials and the dif- 
ference between quality con- 
struction and inferior methods. 
Now is the time to tell your 
salesmen about “what” they 
are selling. 


How to accomplish this is an- 
swered in a well-planned vis- 
ual training program which 
has become an _ indispensable 
part of modern American busi- 
ness education methods. Thou- 
sands of major industrial con- 
cerns ranging through the al- 
phabet from Allis-Chalmers to 


November 


Weyerhaeuser have established 
film programs to advantage, in- 
cluding instructional training 
as well as production of con- 
sumer interest pictures. In 
World War II, the armed forces 
gave conclusive evidence of the 
value of sight and sound com- 
munication through the pro- 
duction of thousands of reels 
for almost every phase of 
Army, Navy and Air Force 
training activity. 

“Learn More — Remember 
Longer,” has become a familiar 
byword describing the useful 
role of the picture medium in 
any training program. . 

The late Richard Grant of 
General Motors once called it 
“the greatest tool for putting 
ideas into men’s heads that 
ever came into selling.” 

Motion pictures, filmstrips 
and slides will be the materials 


18, 1950, AMERICAN LUMBERMAN © 








eirivlclan sta GAA Did is ar Can 


hia 4 dt 


nee 





cRNA tbl or 


CL a a Ser 


SF PE AAO ARIES 


ee ee ee es en oe 2) 





/E 





nal 


Jo 
ti- 
ils 


edacte ii ed aenl Soy teow 





“BUILDING A HOUSE” is the title of 
Britannica Films Inc., with preview and 
the country. 


used most in your audio-visual 
training program. Models, 
material samples, diagrams 
and other visual materials help 
to supplement training and to 
clarify technical facts. Most of 
the films concerning building 
materials, their qualities, their 
characteristics and use are pro- 
duced in 16mm sound-on-film 
which is printed on non-inflam- 
mable stock. 

A 16mm sound-on-film pro- 
jector is necessary to project 
the films. Only standard makes 
of sound projectors should be 
used, and remember: Sound 
motion pictures cannot be run 
on silent projectors, but silent 
film can be run on sound pro- 
jectors. 

These projectors may be ob- 
tained from various commer- 
cial industries, the Junior 
Chamber of Commerce or other 
sources in your community. In 
large cities, a projector with 
the operator can be rented 
from one of the commercial 
film distributors such as Mod- 
ern Talking Picture Service, 
Ideal Pictures or Association 
Films. Projectors may also be 
purchased at a reasonable cost 
for approximately $300 to $350 
from a reliable dealer. 

Motion pictures and _ slide- 
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a film available from Encyclopaedia 
rental offices in six cities throughout 


films may be obtained on a 
rental or free loan basis 
from many of the sponsors, 
producers and distributors. In 
most cases, they may be pur- 
chased, also. Filmstrips or 
slidefilms are simply strips of 
still pictures, 35mm in width, 
to be projected successively 
with the text in titles on the 
film or with a sound recording 
on an accompanying disc 
(sound slidefilms). Simplicity 
and economy in use are the 


chief advantages of slidefilms. . 


Slides, mounted in cardboard 
or glass frames, are made in 
standard sizes of 2 x 2 and 314 
x 4 inches. Both filmstrips and 
the 2 x 2 inch slides can be pro- 
jected from a filmstrip projec- 
tor with a 2 x 2 inch slide adap- 
ter. Be sure to follow the man- 
ufacturer’s instructions care- 
fully when using the projector 
machine, and do not leave 
slides in the projector too long 
—seven to ten minutes for 
glass mounted slides; two to 
three minutes for cardboard 
mounts. Color film should not 
be allowed to remain as long 
as black and white. After us- 
ing, store slides carefully to 
avoid breakage. 

Any dealer can take colored 
pictures of his yard and store 


and building activities with a 
35 mm. camera costing less 
than $75 and show them to 
prospective customers with a 
projector costing under $50. 
More expensive equipment, of 
course, is available. 

Many dealers are already 
taking colored pictures of their 
new construction and remodel- 
ing jobs and showing them to 
customer prospects. A dramatic 
sales presentation can be made 
with these relatively inexpen- 
sive visual aids. 

Take care of your projection 
equipment, whether it is your 
own, or borrowed. To insure 
correct and accurate operation 
of your machines, check the fol- 
lowing points. 

Before the showing, check, 
set up and clean your equip- 
ment. Check the film: for flaws 
and defects, be sure that you 
thread properly according to 
directions and test-run the film. 
When you start the picture, 
turn off room lights and turn 
on the projector motor and 
lamp. Check the focus, fade in 
volume and adjust the tone. 

During the showing, adjust 
the volume and tone, frame the 
picture so that it is exactly cen- 
tered. Check the film for dam- 
age, keep the picture in focus 
and check loops. Turn off the 
lamp, fade the volume and 
turn off the motor and ampli- 
fier at the end of the showing. 
After the program, rewind the 
film, clean the projector and 
pack the equipment carefully 
away so that it will be ready 
for your next meeting. 


Rules To Follow 


When using posters, charts 
and other pictorial aids with- 
out projection, here are four 
good rules to follow: 

1) They. should be placed 
high enough for everyone to 
see. 

2) When explaining a chart 
to your salesmen, stand to the 
side of the poster, face the 
group and talk to them instead 
of to the chart. 

3) Explain all graphic de- 
vices and symbols. 

4) All other charts or simi- 
lar types of aids should be cov- 
ered while one is in use to avoid 
distraction. 

Now that you have your pro- 
jection equipment, you are 
ready to obtain the films for 
your sales training program. It 
is important for you to select 
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tn oes 
STORY OF GYPSUM is told in “White Magic.” This looks 
like real snow on a movie set, but it’s really powdered 


gypsum. 


films that fit the subject and 
will contribute to your sales- 
men’s knowledge of their prod- 
ucts. Perhaps your opening pic- 
ture is The Southern Hardwoods 
—Yours Forever, distributed 
on a free-loan basis by the 
Southern Hardwood Producers, 
which tells the story of hard- 
woods of the South from forest 
to furniture and flooring. In 
this way, your salesmen will be 
made aware of the care exer- 
cised in selecting quality lum- 


ber, and how this same quality 
material adds to the life and 
beauty of the resulting prod- 
uct. 

After they see how lumber is 


chosen, your salesmen will 
want something that they can 
use for their own individual 
sales campaign. Doorway to 
Happiness, available from the 
Fir Door Institute, does this 
by showing the manufacturer 
of doors and millwork and 
their use and care in the homes, 
which is not only informative, 
but may give the salesmen 
ideas for new selling points and 
appeals for their products. 
An actual building project 
showing complete construction 
from foundation to roof will 
give the salesman something to 
talk about which should con- 
vince his customer that he is 
aware of the problems of con- 
struction and can _ suggest 
wisely the proper lumber to be 
used for various purposes. 
There are many available mo- 
tion pictures on this subject, 
one of which is Building a 
House, produced and distributed 
by Encyclopaedia Britannica 
Films, showing the processes in 
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“THE SECRET OF THE MASTERS”, a paint film, shows 
some of the finest classic and modern art masterpieces to 


prove durability and beauty of quality oil paint. 


constructing a small modern 
house. 

New ideas on redecorating a 
typical home by using such 
materials as paint, glass and 
others not only sells lumber but 
creates good relations for your 
salesmen. We Decorate Our 
Home, a full-color motion pic- 
ture distributed by Modern 
Talking Picture Service, sug- 
gests methods for cleaning and 
refinishing soiled woodwork 
and gives many helpful house- 
hold hints. 

Rounding up all the new 
ideas they have formulated 
from the motion picture so far, 
the salesmen should be re- 
freshed in the fundamentals 
and techniques of effective sell- 
ing. Excellent  sales-training 
films are available from several 
rental and purchase sources in- 
cluding Dartnell Corporation, 
the Jam Handy Organization 
and Modern Talking Picture 
Service. 


Tips For Your A-V Meeting 


Preview the film before using 
it: Titles are often misleading 
as to content. Study the train- 
ing aids guide for your own in- 
formation so that you will be 
able to lead your salesmen into 
the main points to look for in 
the film. This will also help you 
to plan introductory remarks 
so that the men will know what 
they are expected to get out of 
the films and will jot down 
questions and suggestions for 
the after-film forum. 

Never include more than 15 
salesmen in one meeting: Too 
many participants will lose the 
real purpose of the program— 


to learn and to discuss what 
has been learned—with every- 
one contributing to the discus- 
sions. An overcrowded group 
results in a stiff, impersonal 
meeting. 

Not more than two full 
hours of films should be shown 
at one time: The film showings 
should be broken by informal 
discussions. Beyond this will re- 
sult in disinterest and boredom. 

After thoroughly planning 
your meeting, prepare interest- 
ing invitations so that your 
salesmen will be anxious to at- 
tend—curious to learn some- 
thing new which will put more 
dollars into their pockets. 

Follow-up material is also a 
“must”: Take-home literature 
which may be obtained from 
both film distributors and spon- 
sors should be a definite part 
of each meeting, since perhaps 
those who didn’t absorb every 
point at the actual showing 
will be able to review what they 
have seen in the comfort of 
their home. 

By planning an interesting 
and informative audio-visual 
sales training program, you 
will increase your salesmen’s 
interest, not only in selling for 
returns, but in selling quality 
products—your products. In 
this manner, you will also be 
able to make your training and 
information uniform. Human 
failings are minimized by the 
assistance of sight and sound. 
Remember—your salesmen 
will learn more, remember 
longer with audio-visual mate- 
rials. 

The progressive lumber dealer 
will recognize many uses for 
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his audio-visual equipment oth- 
er than for sales training meet- 
ings. By owning a motion pic- 
ture projector and films, you can 
sponsor periodical film showings 
in your store or at your home 
for the benefit of the commu- 
nity. Many happy and profit- 
able hours can be spent in show- 
ing motion pictures for training 
or entertainment to club groups, 
Scout meetings, church affairs 
and to your family and friends. 

Sound motion pictures or 
slidefilms can be used to sell 
products to the customer, either 
directly or indirectly, that is, 
by actually showing the quality 
and characteristics of your prod- 
ucts, or by merely creating good 
public relations for your store. 

In arranging a showing for 
customers in your store, you 
should first obtain a listing of 
possible audiences including lo- 
cal women’s clubs, church 
groups, service clubs such as the 
Rotary and the Kiwanis; busi- 
nessmen’s associations and im- 
provement societies. These can 
usually be supplied by the local 
newspaper editor or city direc- 
tory. 

Films for the program should 
be chosen so that they will be 











SOUND SLIDE film projector is engi- 
neered for compactness, portability 
and ease of operation. 


interesting as well as informa- 
tive and entertaining to the au- 
dience. Motion pictures can be 
used like The Secret of the Mas- 
ters, produced under the spon- 
sorship of United States Gyp- 
sum, which provides dramatic 
entertainment in a fascinating 
review of decoration through 
the ages against a colorful back- 
drop of some of the world’s 
finest examples of classic and 
modern architecture. 
Preparation for customer film 
showings is much the same as 





for sales training meetings. The 
program should be preceded by 
an announcement in the commu- 
nity newspaper toarouse interest 
and curiosity in the locality, 
Salesmen should engage in 
word-of-mouthadvertising, 
counter signs should be used in 
your own store and _ posters 
should be distributed through- 
out the community if the pro- 
gram is designed for the gen- 
eral public. Individual invita- 
tions or printed “guest” tickets 
containing full information 
should be sent if the showing 
is for a special group or organ- 
ization. 

Take-home literature on the 
program should be made avail- 
able to the audience so that their 
family and friends may become 
acquainted with you and your 
store—and the films shown. 

The value of customer film 
showings has been proved in al- 
most every industry. By spon- 
soring such a program, you are 
not only bringing in more busi- 
ness for your store, but you are 
also helping to make better cit- 
izens in your community. 

(The concluding article in the De- 

cember 2 issue will list available 

films and tell how to secure them.) 
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job, but I don’t want a cent of wages. 
I’m the Rilco Salesman-engineer in 
your territory and what I’d like to 
do for you is exactly what I do for 
thousands of other aggressive lumber 
dealers all over the country. I want 
to help you sell your own local pros- 
pects on Rilco Rafters and Trusses 
for their farm and commercial build- 
ings. I want to go out and call on 
these people with you to point out to 
them the many advantages of Rilco 
construction. 

I also want to give you lists of 
prospects to work on... people in 
your community who have answered 
our ads in leading national and state 


magazines. I’ve already sent literature 
and information to these folks and 
the next step is for you and me to get 
out and try to close the deal. Let’s get 
more of this profitable business on 
your books. I want to help you make 
satisfied customers...customers who 
will recommend Rilco and your lum- 
ber yard to other builders. That’s a 
lot more important to me than merely 
selling you an order of Rilco Rafters! 

You don’t pay me a dime for what 
I do. It’s part of the service you get 
when you feature and promote Rilco 
Rafters. If you want more dope on 
’em, just drop a line to my home 
office at the address below. Thanks, 
I’ll be seeing you.” 


WITH WOOD 


RIL 


Leavcwmatecl. PRODUCTS, INC 


2680 First National Bank Building, Saint Paul 1, Min" 
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SMALL TAG is marked with accurate 
count and attached to pile with tack 
or tape. 
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DESCRIPTION and count is transferred from the tag to whatever type inven- 
tory book is used. Various methods are used to show piles are not tampered with 
after count is made. 


Annual Inventory Method that Saves Time 


Taking of annual inventory is rarely looked forward to. This method 
takes out some of the pain. It’s good for big and small yards alike. 


As the year’s end and inventory taking time 
rolls around once again, American Lumberman 
is receiving dealer letters wondering if we have 
by any faint chance heard of any new ideas for 
taking inventory. The requests have a some- 
what plaintive tone—suggesting frozen fingers 
and long hard hours. 

The idea suggested here is not new. It has 
been used successfully for many years. But 
it is not as well known as it deserves to be. 

The purpose of the plan is to make it pos- 
sible to spread inventory taking over a num- 
ber of days and still come up with an accurate 
count. 

It’s an idea that—with variations—will work 
equally well for small individual yards, and 
for line yards, or for really big city yards. 

Here we go. 

Needed are a quantity of mailing tags, pre- 
ferably those that are perforated and can easily 
be torn off. Thumb tacks or scotch tape are 
best for attaching the tags as a count is made. 

Most items can be marked off with chalk to 
assure that nothing has been disturbed between 
the day the count is made and actual inventory 
day. 

In cases such as cement, twine can be 
stretched over each pile to assure the count is 
undisturbed. 

In fact, a good deal of ingenuity can be ap- 
lied at this point depending on individual situa- 
tions. 

For example it may be possible to seal most 
of the hardware items in the cabinets. The tags 
will be marked with the accurate count and 
used along with scotch tape to seal the door. A 
small supply of hinges, hooks and so forth can 
be left on the counter to take care of customers. 

With inventory time coming at the end of the 
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year as it does, when business is slack, many 
items can be handled this way. 

Most lumber, cement block and brick, ply- 
wood, wallboards and numerous other items can 
generally be marked with chalk so that it is 
easy to see if a pile has been tampered with 
after the count. 

Here again, if there are three piles of 2 x 4 
8’s, two piles can be counted, chalked and tag- 
ged, and perhaps even half of the third pile. 
What orders need to be filled can be taken care 
of from the uncounted portion of the third pile. 

And now as to the savings involved. The big 
percentage of a yard’s total stock can be counted, 
tagged and marked off before the actual inven- 
tory day. It has been proven that enough time 
is saved and the effort is spread out enough, 
so that inventory taking, while still hard work, 
is with this method substantially a more pleas- 
ant task. 

In the case of line yards, managers can take 
a good share of the count. When the general of- 
fice people arrive, they can do far faster and 
just as accurate a job of completing the inven- 
tory. 

Owners of small yards cut their day’s work 
down considerably by doing part of the work 
the previous day or two. 

And in big individual yards, department heads 
can apply the same methods to their inventory 
problem. 

As stated above, the system is not automatic. 
It needs to be adapted to each operation. And 
may be applicable to many products in one 
yard; to only a few products in the next yard. 
But regardless of individual variations, there 
are few cases where the method will fail to cut 
down on the strain and work of taking an entire 
inventory from start to finish in one day. 
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for quick, positive use 


In every bundle of Truscon 
Metal Lath you will find an identifying card, 
giving the exact specifications of the material you are handling. 

This is a Truscon service feature that helps your customers in many 
ways: saves handling time, eliminates inconvenience, speeds work, ends 
the possibility of using the wrong product on the job. Specify Truscon 

Metal Lath and Accessories to get the best in quality, service, and exact 

product to meet professional needs in doing an artistic job. 
Write for free illustrated literature describing over 


40 items in the Truscon line. 





FREE Book on Truscon Metal Lath and Accessories. Write for it. The 
Truscon Steel Company Manufactures a Complete Line of Metal Lath 
and Accessories, Including Practically All Items Necessary to Insure 
a First-Class Plastering Job in Any Type of Building Construction. 









‘ 
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T R U s C Oo » STEEL COMPANY 


Subsidiary of Republic Steel Corporation 


YOUNGSTOWN 1, OHIO 


Warehouses and sales offices in principal cities 
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By JACK C. DAVIS 


Davis Lumber Co., Hutchinson, Kan. 


Taking inventory is probably 
the most dreaded job of the 
year for most dealers. How this 
problem has been largely solved 
is outlined below in the unit 
buying control system used by 
Jack Davis of the Davis Lum- 
ber Co. in Hutchinson, Kan. 

The Davis system goes be- 
yond inventory. It provides a 
method of assembling pertinent 
data in terms of dollars in pur- 
chases, inventories and sales. In 
addition, it serves as a basis for 
forecasting demand and for 
keeping inventories balanced in 
relation to sales. It provides a 
convenient and systematic 
method of counting stock and 
ordering items. 

When these records are prop- 
erly kept, they will show: 


1. What sold well last year. 

2. What did not sell well last 
year. 

3. What is selling well this 
year. 


4. What is not selling well 
this year. 


The Unit Buying Control 
System will also help you de- 
termine: (a) What to order. 
(b) When to order; (c) How 
much to order; (d) When to 
take markdowns; (e) What to 
discontinue. 


Davis has segregated his 
items by departments, then 
within departments according 
to major groups of items. 
Davis has 11 major groups of 
items which fit into the depart- 
mental arrangement as fol- 
lows: 
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How to Control Your Purchases, 
Inventories and Sales 


Unit buying control system devised by Kan- 
sas dealer keeps inventories in line with sales. System 
tells what to order, when to order, how much to order; 
which items are selling and which aren’t. Complete 
details available exclusively to readers of American 


Lumberman. 


Department 1 
Group 1—Cabinets 


Department 2 
Group 2—Bag Goods and out- 
side materials 


Department 3 

Group 3—Paint, glass and 
paint sundries 

Group 4—Insulation 

Group 5—Hardware 

Group 6—Roofing, asbestos 
siding, building paper 


Department 4 

Group 7—Millwork 

Group 8—Wallboard, ceiling 
tile, plywood 

Group 9—Metal products 
Group 10—Rental equipment 
Department 5 

Group 11—Lumber, molding, 
wood shingles. 


Although experience has 
shown that the Unit Buying 


' Control system has a very real 


value in keeping balanced in- 
ventories, it is no substitute for 
your own judgment. 

“What you must do at all 
times,” says Davis, “is to use 
the figures on the Unit Buying 
Control and see through them 
to the customers.” 

The buying control pages 
(see sample illustration) are 
set up each year for the items 


How to Secure Unit Buying 
Control Sheets 


Complete instruction sheets explain- 
ing the use of the Unit Buying Con- 
trol system together with 100 unit 
control sheets are being made avail- 
able by American Lumberman to deal- 
ers who are interested in adapting the 
Davis system of Unit Buying Control 
to their own organization. The price 
of 100 control sheets with detailed 
instructions is $2.00. Checks should 
be made payable to American Lum- 
berman, 139 N. Clark St., Chicago 2, 
Ill. 


to be controlled. The spaces to 

be filled in at the top of each 

page are explained below: 

a. Year—enter the current year 
in this space. 

b. Department—place here the 
name or identification num- 
ber of the department in 
which the items on the page 
are carried. 

ce. Counting Date—enter in this 
space the date each month 
on which the items on the 
page are to be counted. 

d. Page Number—for ease in 
counting, the pages in the 
Unit Buying Control book 
should be arranged, inso- 
far as possible, according to 
the actual physical arrange- 
ment of the stock. The 
pages are then assigned 
identification numbers in 
sequence. Enter the page 
identification number in this 
space. 

e. Basic Class of Items On This 
Page—enter in this space the 
basic or principal classifica- 
tion of items on the page. 
For example, the word, 
“Hammer,” would be suffici- 
ent if the items on the page 
were various types of ham- 
mers. 

f. Unit—place here the stand- 
ard of measurement of the 
items on the: page, such as 
“gallons,” “pounds,” “doz- 
ens,” “each,” etc. 

g. Source(s) — enter here the 
name of each manufacturer 
or supplier from whom the 
items on the page are pur- 
chased. 

h. Replacement Time — Days 
—enter here the approxi- 
mate number of days which 
will usually elapse from the 
day an order for any item 
on the page is sent in until 
such item is received. 
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You'll “step up” your 


| ladder sales with 
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‘| Amazing 
New 
-| Alumiladder! 
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= Imagine! Even I can lock and lift it 
“a with only one hand!” 
ie 
ed says typical housewife Mrs. Amy Newell, New York City 
poe What Mrs. Newell is saying will soon be echoed by mil- 
nie lions all over the country . . .to your greater profit, if you 
feature amazing new REDdy-Lock Alumiladder. It’s the 
his é first ladder, the only ladder, ever to offer your customers 
ie r the superiority of lightweight aluminum at the low cost 
ca of cheaper, less-desirable materials. And it also gives 
. 5 them the biggest line-up of exclusive advantages in lad- 
: ‘y i der history (see above). What’s more, of all ladders, 
ee only Alumiladder is pre-sold by: 1. the nationally -ad- 
onli 3 vertised-and-accepted CHROMTRIM name, 2. a special 
ee campaign to 12,000,000 families in BETTER HOMES & 
m- 3 GARDENS, AMERICAN HOME, POPULAR SCIENCE, 
d é MECHANIX ILLUSTRATED, HOME CRAFTSMAN, POPULAR 
“ - HOMECRAFT, etc. So ask your jobber to step in and get 
a F you set for the big sales step-up with Alumiladder. 
of 
, FREE! Plan on “How to Step Up Ladder Sales”! 
ne I REDdy-Lock pl i snap msc 
rer D - R | R. D, WERNER CO., Inc., Dept. AL : 
the LU M | | 295 Fifth Avenue, New York 16, N. Y. 
ur- fomous chron | Please send me full details on howI may becomeaREDdy- | 
them okers of antes? to Li | Lock Alumiladder dealer (including prices, etc.) | 
Lys by ock.-- 19 ©>s name | 
a “cry COMPANY. 
ic Eat Vinnie 
- : \ ‘di ADDRESS. 
om Po put C4 CITY. STATE 
til R. D. WERNER CO., Inc., 295 Fifth Ave., New York 16, N.Y. 77 JOBBER’S NAME | 
hs i 


In Canada: R. D. Werner Co., Ltd., Oshawa, Ont. 
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Unit Buyinc Controi 
ASIC CLASS OF ITE’S ON TiS PAGE 


JiFINSA;L II J} A}S10 


YEAR 


WIT 


ND J) Fu 


Size, calor, etc. 


tem Size, cdlor, etc. ten 
SAMPLE SHEET of Unit Buying Control system. Each sheet has space for the control of 12 items. 


i. Item: Size, Color, ete.— (2) 

there is space on one page 
for controlling 12 items. 
Enter in each of these spaces 
the name of the item to be 
controlled and the descrip- 
tion, such as size, color, 
unit, stock number, etc., 
which is required to identify 
such item. 


A. Forms Used in Effecting 
Dollar Control 


1. The forms used in this 
Office Procedure are: 

a. Vendor’s Invoice — which 
serves as a receiving report 
and from which “Dollar 
Purchases” are recorded. B. 

b. Davis Lumber and Hard- 


ware Sales Ticket—from 
which “Dollar Sales” are i. 
recorded. 


The Office Copy (original) 
of the Charge Sales Ticket - 
contains 11 spaces at the 
bottom for breaking down 
sales according to the 11 
major groups of items. 
The Office Copy of the 
Cash Sales Ticket does not 
contain such a breakdown. 

ec. Dollar Control Book—A 
loose leaf notebook con- 
taining paper with 14 col- 
umns to the page. The Dol- 
lar Control Book is divided 
into two sections: 

(1) Sales Section—In this Sec- a. 
tion, the date of sales is 
recorded in the first col- 
umn of the page, the Daily 
Charge Sales figure is re- 
corded in the second col- 
umn, the Daily Cash Sales 
figure is recorded in the 
third column, and a sepa- 
rate column is used for re- b. 
cording sales by days for 
each of the 11 major 
groups of items. 
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Purchases and Inventories 
Section—In this Section, 
the date of purchase is re- 
corded in the first column 
of the page, the Daily Pur- 
chase figure is recorded in 
the second column, and a 
separate column is used 
for recording purchases by 
days for each of the 11 ma- 
jor groups of items. Once 
each month the inventories 
as of the end of the month 
of each of the 11 major 
groups of items are com- 
puted and recorded in the 
same 11 columns. 


Posting to the Sales Sec- 
tion of the Dollar Control 
Book 


Each morning the Office 
Copies of the charge Sales 
Tickets prepared during 
the preceding day are care- 
fully examined and 
checked. During this ex- 
amination and checking, 
the sales recorded on each 
of the Charge Sales Tickets 
are broken down accord- 
ing to the major groups of 
items, and the total dollar 
amount of sales of each of 
the major groups of items 
is entered in the proper 
space at the bottom of each 
such Charge Sales Ticket. 
The total dollar amount of 
sales shown by the Office 
Copies of the Charge Sales 
Tickets are then added. 
This total amount is then 
entered in the Dollar Con- 
trol Book in the “Charge 
Sales” column for the par- 
ticular day. 

The total dollar amounts of 
sales of each major group 
of items recorded at the 
bottom of the Charge Sales 


AIM | J 


COUN TING PAGE NO. 


Jed J |ATSIO ND 
Size, , etc. 


< calor, ete. 


Tickets are then added. 
The total for each major 
group of items is then re- 
corded in the Dollar Con- 
trol Book in the proper 
group column. 

The sum of the total dol- 
lar amounts of charge 
sales of the 11 major 
groups of items on any day 
should equal the amount 


entered in the “Charge 
Sales” column for _ that 
day. 


Each morning the Office 
Copies of the Cash Sales 
Tickets prepared during 
the preceding day are 
carefully examined and 
checked. During this ex- 
amination and checking the 
proper group number is 
placed by each item on 
each Cash Sales Ticket. 
The total dollar amounts 
of sales shown by the Cash 
Sales Tickets are then 
added. This total amount 
is then entered in the Dol- 
lar Control Book in the 
“Cash Sales” column for 
the particular day. 

The total dollar amounts 
of sales of each of the ma- 
jor groups of items are 
then added. The total for 
each major group of items 
is recorded in the Dollar 
Control Book in the proper 
group column. 

The sum of the total dollar 
amounts of Cash Sales of 
the 11 major groups of 
items on any day should 
equal the amount entered 
in the “Cash Sales” column 


for that day. 


The Charge Sales column, 
the Cash Sales column, and 
each of the columns of the 
11 major groups of items 
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@ Here’s a true double-coverage, lock- 
down shingle that is locked in 4 places 
against even a hurricane! 


The lock is a part of the shingle itself 
—no metal clips. 


And the lock is flexible—provides 
for the expansion and contraction of 
the roof, and for movement of the 
roof deck. 


Each shingle locked in 4 places: 


The heaviest winds can’t lift these 
Barrett EVER-FAST} Shingles, nor 
can they ever slide out of place. 
Only two nails for each shingle. 


All nails are concealed and protected 
from the weather—no rusting or 
staining. 


Extra large nailing area to insure nails 





being driven into roof-boards: 


Fewer shingles for your job—only 
111 to the square means faster 
application. 


The beautiful colors and blends of 
Barrett EVER-FAST{ Shingles —in 
plain and weathergrain finish—give a 
handsome appearance on the roof— 
a balanced design that is architec- 
turally attractive. 


The shingles have a deep head-lap of 
3%”, and wide side-lap of 6” for 
greater protection. Fire-resistant, they 
carry Underwriters’ Class ‘“‘C’’ Label. 
High rag-content felt gives greater 
tensile strength. Permits greater satu- 
ration. Makes for longer life. 


Phone, wire or write today for com- 
plete information. 








- SPECIFICATIONS COLORS 

Plain Weathergrain 
Size 20” x 20” Blue Black Greengrain 
Head-lap 3%” Deep Green Redgrain 
Shingles per Square 111 Deep Red Bluegrain 
Bundles per Square 3 Slategrain 
Approx. Weight per Square 235 lbs. ieee mili Browngrain 
Underwriters’ Label Class “C” }Trade Mark of Allied Chemical & Dye Corporation 


or 
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E VER-FAST SHINGLE 


a 4-point-locking 
shingle that gives 
100% DOUBLE 
coverage...and 
puts3 thicknesses 
on 50% of the roof! 





THE BARRETT DIVISION 


Allied Chemical & Dye Corporation 
40 Rector Street, New York 6, N. Y. 
36th St. & Gray's Ferry Ave. 
Philadelphia 46, Pa. 

1327 Erie Street 
Bir : . 8, Dita 

205 w. Wacker Drive 
Chicago 6, Ill. 
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C. 


are totaled at the end of 
the month. 


Posting to the Purchases 
and Inventories Section of 
the Dollar Control Book 


Each morning the Invoices 
which were approved for 
payment during the pre- 
ceding day are care- 
fully examined. During 
such examination the prop- 
er group number is placed 
by each item on each In- 
voice. When all items on an 
Invoice pertain only to one 
major group the proper 
group number is recorded 
only once on that Invoice. 
The total dollar amounts 
of purchases shown by the 
Invoices are then added. 
This total amount is then 
entered in the Dollar Con- 
trol Book in the “Total 
Purchases” column for the 
particular day. 

The total dollar amounts 
of purchases of each major 
group of items are then 
added. The total for each 
major group is then re- 
corded in the Dollar Con- 
trol Book in the proper 


group column. 


The sum of the total dollar 
amounts of purchases of 
the 11 major groups of 
items on any day should 
equal the amount entered 
in the “Total Purchases” 
column for that day. 

The Purchases column and 
each of the columns of the 
11 major groups of items 
are totaled at the end of 
the month. 


Computing the Inventory 
of Each Major Group of 
Items 


At the end of each month 
the dollar sales for that 
month of each major group 
of items are multiplied by 
the average cost percent- 
age for each such major 
group. The result is the 
Cost of Sales of each such 
group. (i.e. 100% minus 
the average markup % 
gives the average cost per- 
centage. The average cost 
percentage times dollar 
sales equals the Cost of 
Sales.) 

The following computation 
is then made: 

The dollar amount of the 
inventory at the beginning 
of the month for each ma- 


jor group of items is added 
to the dollar purchases 
made during the month for 
each such group. 

The Cost of Sales of each 
such group, computed in 
accordance with the in- 
structions contained in par- 
agraph E-1 above, is 
subtracted from the sum 
determined in accordance 
with the instructions con- 
tained in paragraph 2-a 
above. 

The result is the dollar 
amount of inventory at 
cost at the end of the 
month of each major group 
of items. 

The dollar amount of in- 
ventory of each such group 
is entered in the proper 
group column in the “Pur- 
chases and Inventories 
Section” of the Dollar Con- 
trol Book in the space fol- 
lowing the total dollar 
purchases for the month. 


Use of the Dollar Control 
Book 


The Dollar Control Book is 
reviewed by the Manager 
of the Company each day 
and at the end of each 
(continued on page 95) 





















. MILLIONS 
WALK DAILY 


FLOORING 





l’s not that we're tired 


It’s just that we can’t catch up ... we’re caught in an 


oversold market. Increased demand has increased the 


over-all load. That means a burden on everybody. 


We’re doing our best to serve our customers . . . nat- 


urally we will give preference to those who have been 


regular users of Robbins flooring. When possible, we 


will be pleased to serve new customers as well—to 


show them the superior strength, glowing beauty and 


easy maintenance of Robbins flooring. _ 








Members Maple Flooring 


Manufacturers’ Association 


ROBBINS FLOORING COMPANY 
Reed City, Michigan 





Ishpeming, Michigan 


ROBBINS... the Paul Busan. of flooring | 
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id % of 1,450 Respondents 
‘ Reporting on this Item Respondents Reporting Reporting on this Item Respondents Reporting 
$e 
for — 4 a —— : . 
oie f FARM MACHINERY 93.4 83.5 16.5 CONCRETE WORK 91.6 80 7 
1S i 
im | 
ice : CARPENTRY 96.6 ROOFING 89.5 68 3 31.7 
yn- ; 
2-a ROOFS 95.7 (Be 19.7 EXCAVATING 82.1 36.5 | 
lar [paper HANGING 89.0 69.0 ae) PLUMBING 84.7 ae 62.1] 
at 
he & PLUMBING 88.6 48.1| FINISH CARPENTRY 87.4 Oe 64.6] 
up 
a INSULATION 78.1 59.7], INSULATION 7o 65.5 
oa ELECTRIC WIRING 93.0 63.2 | ELECTRIC WIRING 86.8 oso 75.0 | 
“ WELDING a iy 80.0 | sHeeTmeTa.work 78.1 [i 76.9 | 
yn- Fo 
“Do it Ourselves” ee “Have it Done” cag “Do it Ourselves” ae “Have it Done’ Cd 
| ] REPAIR and remodeling work done by farmers. NEW BUILDING work is frequently done by farmer. 
rO 
is | 
eo | Farmers Do Much of Own Work 
ay | 
ch | , , 
Farmers have always done the major part of their own 
= repair, remodeling and new building labor themselves. This continu- 
ing trend requires special selling methods. 
i Selling the farmer building more complete job of selling di- The farmer is a consumer 
materials to be used in the rect to individual farmers. customer and needs to be 
; maintenance and upkeep of Next, the farmer is almost treated like one. But he is also 
Pa his home and outbuildings will certainly going to receive high- like the contractor’s customer. 
"become more important per- , er prices during the next year. He wants to know the facts 
'  centagewise to many a dealer He is going to beina better po- about the materials he is asked 
* up and down America in 1951. sition to buy building mate- to buy. Not just the gloss and 
@ Direct farmer buying can rials—and he will buy more. the trick advertising slogans. 
fe help keep up the gross—and As a further incentive, rising The farmer wants sound, solid 
& help maintain the net profit prices will spur increased pro- information on _ application, 
é figure. duction. This in itself will ree lasting qualities, insulation, 
g It is possible to point to a quire increased maintenance strength and numerous other 
' number of circumstances that and improvement buying. qualities that mean a service- 
q mark the farmer as an in- Figures in the above survey, able, lasting job. 
4 creasingly important buyer of conducted by Capper Publica- This, in turn, means the rural 
E building materials in the com- tions, show that the applica- dealer, to do the best job of 
i ing year. tion of building materials and merchandising building mate- 
& Scarce skilled labor will be- paints—the things handled by rials, should have a working 
, by come more scarce as defense retail lumber and building ma- knowledge of farm_ building 
F plants offer higher and higher terials dealers, are applied in requirements as well as all 
wages. More and more of the an overwhelming number of around product information. 
é remaining country building la- cases by the farmer himself. This requirement is being in- 
; bor will respond to this call. It is a fact every rural dealer creasingly recognized as wit- 
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~The dealer who has had the 
help of carpenters and masons 
in selling the farmer, will find 
this help gone. in its place, 
he dealer will have to do a 
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realizes when he reviews his 
sales tickets. But it is a fact 
many dealers don’t take into 
account enough when they plan 
their sales policies. 


nessed by such meetings as the 
farm building clinics being held 
by dealers and state universi- 
ties in various middle western 
states. 


gl 


3 
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recently completed by Barney Stewart, 


2 INTERIOR VIEW of one section of the warehouse show- 3 ROLLER CONVEYOR system saves labor and man 
ing the steel truss construction of the building. hours unloading lumber. 


New Warehouse Speeds Materials 


CRS ANRC ERIE AS 





Barney Stewart’s wholesale opera- 
tion in Oklahoma City now under one 
roof. 





Completion of a new 18,000-square foot ware- 
house has centralized Barney Stewart’s entire 
wholesale operation under one roof in Oklahoma 
City. The new steel truss warehouse is in two 
sections: 50x200 and 80x140. A spur track makes 
it possible to place materials right at the ware- 
house doors. Space is provided to unload two 
cars at one time. 
The new setup is mechanized from the un- LUMBER RACKS like this one on the fork lift have-a 
loading of lumber by roller conveyor to the capacity of 2,500 sq. feet. Units need not be strapped. 


54 November 18, 1950, AMERICAN LUMBERMAN & 











BY POPULAR DEMAND! 









A PROFITABLE, LOW COST 












VENTILATING 
ROOF CUPOLA 


Prefabricated of Lifetime Aluminum 







Installs Easily — Fastens Securely 






Fits Any Home Style 
Infra-Red Baked Enamel Finish 


Will Not Rust or Warp—No Staining 








Red, Green or Blue Roof 
A Permanent Addition 










FITS ANY HOME DESIGN 
Ventilated - Weatherproof 


Here’s the aristocratic touch every home owner is looking for! 
Specifications: No. 305—ROOF CUPOLA. 28” high, Low in price, attractive in design, and a snap to install. The 
20” x 20” base. Ventilated all four sides. Furnished new FAWSCO Cupola will move fast! Styled for a wide market, 



















complete with hardware, mounting instructions and 
template for measuring roof pitch. 

Colors: White housing with choice of green, red or blue ; 
roof with white trim, all infra-red baked enamel finish. structions supplied. Install yourself or sell as a kit for owner- 
Shipped K-D in mailable carton, gross weight 12 pounds. installation. Order’ now for easy sales and fast profits! 






it blends with traditional or modern architecture. No special 
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carpentry required for mounting—brackets and complete in- 
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IND SKYWAY LIGHT-SAVER 


Fawseo DOOR CANOPIES 


Thousands of customers in your community need the FAWSCO Doorway Canopies are available in a choice of 
protection of FAWSCO Doorway Canopies Turn autumn styles, sizes, colors and prices—packaged for over-the- 
rains and winter snow into quick profits for yourself! counter sales. 


Tal Aone = FAWSCO_ il, 
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Gaur WINDOW VISORS 
~ ORNAMENTAL 
RAILING 


Oe FRONT stew e fF CUYAHOGA FALLS. OHIO 
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PLYWOOD is unit stacked by 
means of the two-ton fork lift. 


stacking of plywood and other materials with a 
two-ton fork lift. Two two-ton and one one-ton 
trucks of the latest design carry Barney 
Stewart’s stocks of redwood, molding, building 
boards, insulating boards, nails, oak flooring, 
fencing, millwork, sheet steel, finished lumber 
and plywood throughout the state. 


Lumber and molding are handled in quantities 
up to 2,500 feet by means of lumber racks four 
feet high, eight feet long and four feet wide 
with corners set with steel braces. As seen in 
one of the accompanying pictures, the fork lift 
handles one of these racks with ease. 


way ee 
io Nod tad teat tent 


a 


EASY SERVICING is a feature of this latest cab-over- 
engine model two-ton delivery truck in the Barney 
Stewart fleet. 











THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 
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hawt Doh Donglas Fir 


UPWARD-ACTING OVERHEAD TYPE 


—the trouble-free garage door 


Seo ae: 


... another leader in 
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ADE in two designs to har- 
M monize with any style of 
architecture, any priced home, 
Craw-Fir-Dor overhead -type 
garage doors give today’s build- 
er up-to-the-minute quality 
and attractiveness. Home own- 
ers, too, find that a Craw-Fir- 
er. Dor adds new convenience to 
































































































ley the garage. Here is an overhead- 
- type door that opens so easily 
_— a child can operate it. It never 
/ bangs shut, never sticks or 
jams, is never snowbound. 
H Manufactured of sturdy Doug- 
i las fir, these doors are strong 
: and durable. Panels are of 
| waterproof Exterior-type ply- 
4 wood to withstand permanent 
4 exposure to the worst weather. 
The hardware, designed by 
a skilled automotive engineers, 
é gives years of service and 
A carefree performance. The 
f Craw-Fir-Dor is easy to install 
; —available at lumber dealers 
a everywhere! 
K 
: " “ J 
is The simple construction makes 
i Fir Door Institute for easy installation and oper- 
3 . ation. Craw-Fir-Dor is very 
F Tacoma 2, Washington light in weight. Requires only 
; 2 inches head and sideroom. “ 
ei; Auto-type lock—the high-qual- 
ity automobile type lock fur- 
nished with Craw-Fir- Dor hard- 
ware. This lock-setisconvenient 
to use, positive in action and 





adds beauty as well as safety. 
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NEW STORES AROUND THE COUNTRY 


LARGE APPLIANCE is featured in window but is arranged so interior can be 


seen. 


od - 


4! 


WINDOW DISPLAY of tools takes advantage of interior tool display as effective 


background. 


Cincinnati’s New Retail Store 


INTERIOR display backs up appliance 
display in window. 


MASSED TOOL DISPLAY is effective 
sales agent. 


_ From effective window displays to clearly price marked 
goods, this new building materials mart features modern merchan- 


dising. 


A brand new, one-stop build- 
ing materials store was opened 
recently in Cincinnati by Rose 
Brothers Company. 

The store is designed and laid 
out to do the best possible job 
of presenting a wide range of 
building materials to the pub- 
lic. 

Numerous modern merchan- 
dising ideas are used to make 


58 


the displays as effective and in- 
terest catching as possible. 

One of the most effective of 
these ideas—and one which de- 
serves far more widespread use 
—is the animated display. 

A fully working water pump 
and pressure tank system is in- 
stalled in one corner of the 
store. A hot water heater, ex- 
posed so that vital parts such 


as the thermostat can be seen, 
is hooked up in conjunction 
with the water system. 
Customers can turn the 
faucets and see exactly how the 
whole system operates. Samuel 
Hymon, the company’s general 
manager, says this display is 
very effective in making sales. 
The animated idea is carried 
over to such thing as overhead 
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WATER SYSTEM PUMPS are grouped around working 


display that customers can operate. 


MANY BATHROOM IDEAS are suggested by displays. 
Foreground display saves space. 


garage doors, where the cus- 
tomer can test operation to his 
own satisfaction. 

Most major lines of products 
are displayed to represent how 
they will appear in use. A com- 
plete kitchen display shows all 
the appliances, sink, cabinets 
and so forth that go to make 
up a kitchen as installed in the 
home, 

A series of bays present nu- 
merous bathroom ideas, in each 
case showing many products in 
use, 

Many samples of wall boards 
and other finish materials are 
used throughout the store. 

Display windows in the store 
are well designed so that while 
close-up displays are easily 
Seen, it is also possible to get 
general views of many displays 
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MANY SAMPLES of water heaters reinforce the impres- 


sion made by heater that is hooked up and working. 





MODEL KITCHEN uses many individual products but 


suggests the package idea, 


back through the store. This ar- 
rangement is especially effec- 
tive where one item is high- 
lighted in the foreground, with 
many other similar items vis- 
able more generally in the back- 
ground, as shown in the ap- 
pliance pictures. 

Complete price marking, as 
noted in the photos, is another 
merchandising idea that seems 
very important in making sales. 


A Home Owners Service De- 
partment is maintained to 
handle most outside selling 
activities. A complete installa- 
tion service is provided for such 
items as wood and aluminum 
storm sash and screen combina- 
tions, screen doors, rock wool 
insulation, roofing, siding and 
heating work, and for complete 


kitchens and bathrooms. 

A modern planing mill 
rounds out the service features 
of the company. 

A wide spread advertising 
campaign has been used for 
many years, and is credited 
with being one of the deter- 
mining factors in the company’s 
growth. In addition to news- 
paper ads, a direct mail. pro- 
gram includes the use of cata- 
logs, broadsides, circulars and 
other similar methods. 

Louis S. Rose formed the be- 
ginning company in Minneap- 
olis in 1912. Subsequently five 
brothers joined the company. 
Three of the brothers, Charles 
H., Sidney G., and Louis S., are 
still living. Six of the second 
generation are active in the 
company’s management today. 
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NEW STORES AROUND THE COUNTRY 


sEcTON ® ME INDEPENDENCE EXAMINER, FRIDAY, MARCH 31, 1580 ont 
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the GRAND OPENING 


OF THE 


Harriman Lumber & Coal Co. 


9900 EAST 24 HIGHWAY, FAIRMOUNT 


a Saturday, April 1 230% 
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GLASS FRONT opens new store to thousands of motorists 
traveling main highway between Kansas City and Inde- 
pendence. 





IMPULSE MERCHANDISE is shown on these twin island 


displays. Emphasis is placed on seasonal items. Women 
are attracted by light appliances and kitchenware. 


New Store Dramatizes Materials 


Missouri dealer’s latest store full of suggestive selling 
ideas; advertising “specials” bring in new customers. 


First, attract new customers into your estab- 
lishment with special offers, then earn their 
confidence and keep them coming back by sound 
business practices. That is the merchandising 
formula employed by the Harriman Lumber & 
Coal Company, a firm strategically located on a 
coast-to-coast highway midway between Inde- 
pendence and Kansas City, Mo. 

The new Inter-City unit is the second building 
materials store operated by a company headed 
by W. S. Harriman, president, and managed by 
Wm. C. Forlow. Established in 1946, the opera- 
tion was completely revamped this year with the 
latest innovations in fixtures, decoration and 
lighting. 

This organization has made notable strides in 
its contractor and consumer business since the 
layout was remodeled with display fixtures es- 
pecially designed for lumber, paint, builders’ 
hardware, general hardware, roofing and floor- 
ing materials, siding and small appliances. 
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The Colonial-style exterior has a 59-foot all- 
vision plate glass front. Attention of the motor- 
ing traffic is diverted to the interior by combining 
105 4-tube fluorescent fixtures with a brace of 
bright spotlights which are focused on seasonal 
merchandise at the front of the retail depart- 
ment. 

“We spotlight such items as lawn chairs, gar- 
den tools, and garden hose in the summer,” Mr. 
Forlow remarked, “while in the winter the spots 
will. focus on insulation material—rock wool, 
fiber glass, and other cold weather merchandise.” 

The all-white exterior has 12-inch concrete 
blocks forming the outside base with concrete 
footing, and masonry blocks above the ground 
covered with a water-sealed coating. The store- 
front is composed ofa series of 6x8-foot glass 
panels. 

The insulated ceiling combines 2x12 ceiling 
joints with a sheet of foil paper, and 16x32-inch 
ceiling blocks. One side of the building is cov- 
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Branded Lumber 
is a Dealers Rost Friend! 


No question as to grade... it’s grade-marked. 


No question as to quality .. . it’s trade-marked. 


No question as to who made it. . . it’s branded 


by number or name, or both, as above. 


A bargain in maverick lumber may make you feel 


very good (at the time), but a reputation for quality lasts forever. 


For the long pull, or a short one... 


Buy Brands You Know ... they pay off! 


NEW 
REFINEMENTS 


All Fordyce pine products 
are double end-trimmed, 
grade and trade marked, 
respectively, on opposite 
ends which are then wax- 
ed for protection against 
moisture and for bright, 
clean appearance in 
your bins. 


\ 





/ 


Fordyce Lumber Company | 


FORDYCE, ARKANSAS 


Manufacturers of Branded Arkansas Soft Pine, Royal 
Oak Flooring, WOLMANIZED* treated lumber. 
* Reg. U. S. Pat. Off. 
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TOOLS, both power and hand, on shelves and glass-en- 


closed cabinets. 
prominent space. 


Cabinet and builders’ hardware is given 


ered with 12 sections of glass blocks, 28 to a 
section. In designing the layout, no opportunity 
was overlooked to show samples of the stock. 
Gum plywood forms a top layer of one wall area; 
a portion of another wall section is composed 
of squares of pink and white gum plywood, 
below is a strip of fir molding. 

A 4x9-foot picture window adds an attractive 
display area to the backwall and also provides 
customers with samples of products which go to 
make up this installation. 

Stretching across an 88-foot area, the hard- 
ware section is departmentalized with well- 
defined units for bolts, locks, hand tools, power 
equipment and builders’ hardware. Bolts are 
indexed for quick service in drawers which are 
plainly labeled. Lag bolts, lag screw shields, 
washers, etc., are kept in another drawer section. 
A 96-section metal screw fixture is equipped with 
360 wooden drawers. 


Drawers for Small Items 


“There are two schools of thought on stocking 
screws, bolts, and other small miscellany,” Mr. 
Forlow said, “some preferring open bins rather 
than concealing the stock in drawers as we do. 
But we believe the drawer method of stocking 
small items is better because it is neater, easier 
to maintain, and streamlines service.” 

Individual packaged builders’ hardware— 
locks, screen door hinges, window locks and 
lifts—are contained in a honeycomb fixture with 
separate open cubicles, measuring 24 inches 
wide by six inches high and 1414 inches deep. 
Behind glass-sliding panels are shelves well 
laden with higher-priced tools—tool boxes, 
planes, saws, hammers, bits, and hatchets—ap- 
pealing to carpenters and contractors. Less 
expensive tools, slanted to woodworking hobby- 
ists, are shown on an open-type island unit. 
Power tools are displayed in a built-in, glass- 
enclosed wallcase. Adjacent to the hardware 
department is a complete model kitchen. 

Impulse merchandise is displayed on twin 
self-service island fixtures. One of these fixtures 
is devoted to electrical housewares, cooking 
utensils, pots, irons, coffee-makers, light sockets, 
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W. S. HARRIMAN, right, president of the Harriman Lum- 
ber & Coal Co. and Wm. C. Forlow, yard manager, center, 
behind their streamlined consumer counter. 


fixtures, wires, switch boxes and plugs. Another 
fixture holds plumbing accessories including 
pipe fittings, washers, sink stoppers and stool 
seats. i 

The paint island is a good example of sug- 
gestive selling. Displays of plastic gear, roof 
coating, calking compounds, wall finishes, lino- 
leum cement, glue, are intermixed liberally 
among the regular paint stock. Another mark 
of excellence is a screen wire rack, equipped 
with a counting machine which rolls the wire 
off in the proper sizes. 

Harriman’s feature one of the largest lines of 
custom-made millwork products in the Greater 
Kansas City area. Doors and window frames 
and moldings, running the gamut in sizes, are 
turned out in a well-equipped shop back of the 
yard. The shop is equipped with a planer, a 
6-inch molding machine, eight drill presses, 
combination saws, a rip saw, band saw and 
tenoner. 

The millwork department is a highly profit- 
able phase of the company’s operation, attract- 
ing trade from an outlying area. 


“Specials” Attract Customers 


Advertising has been made an integral part of 
the store’s operation, with a pre-determined 
budget and insertion schedule geared to total 
sales volume and seasonal demand. The firm’s 
advertising program includes three newspapers 
and telephone book advertising which empha- 
sizes millwork and lumber departments. 

Advertising “specials” are used to bring cus- 
tomers into the store for the first time. An ad, 
announcing the arrival of a carload of insulated 
sheeting board “seconds” was a recent example 
of this strategy. The material had only minor 
defects and was offered at an attractive price. 

The yard includes a 70-foot drive-in shed, two 
molding sheds and a 20x50-foot hard materials 
shed, in which rock, sand cement, plaster, roof- 
ing and asbestos siding are maintained. An 
inter-communication system speeds service be- 
tween store and yard. 

The firm is staffed with 14 employes. in the 
yard, and 13 in the office and store. 


c 
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CAN SAVE 75% on your handling costs! 


Now You Can Get Current Delivery 
on ROSS Series 5 Lift Trucks... 
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ae users have saved up to 75%, and you can do it too — with 

OSS Lift Trucks. Here’s what ROSS has done for the John 

— Lumber Company, Chicago, another ROSS fleet owner. isinaartaee ee esate: 
ays Ray Jacob, Manager: “Our costs on piling lumber have been | 

reduced 75%.” In addition, Mr. Jacob cites increased efficiency in | — Sow Ce See 

unloading, storing and loading out . . . | 


| ° . . 7 
_ Secure the savings effected by ROSS Lift Trucks and Car- | NRE ee 
riers . . . savings that will help reduce operating costs and widen 
your profit margins. Get the facts on the ROSS System. 


Sstoniaa nsi 


o——- 


235 Miller Street, Benton Harbor, Michigan 
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| Name 





Company 


THE ROSS CARRIER COMPANY | ptdvess 5 oe i 
235 Miller St., Benton Harbor, Michigan, U.S.A. | 


Direct Factory Branches and Distributors Throughout the World 





the 








! City and State 
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NEW STORES AROUND THE COUNTRY 


RADIO SHOW in store plugged many 
interesting things to see. 


PURER cement 


FORREST LUMBER COMPANY’S new store in Slaton, Tex. is designed to be 
a proud addition to the community. Well planned promotion got company and ff 


townspeople acquainted. 





road to Post 





FRIENDLY ADS like this one 


You're Invited. 
fo our “’Get-Acquainted Party’ 


If you've been to our store lately, you've probably gotten awfully tired of 
stumbling over paint buckets, scaffolds and two-by-fours. 


But now the new store is finished, and we're just a little bit proud of it and 
the wonderful opportunity it will give us to serve you better. 


We're proud cf your fine town and tried to build something that will be in 
keeping with the growth and development of the business district of the town 
and a store that will most efficiently serve your building material needs. 


To those of you whom we've already met, we extend a cordial invitation .. . 
To those of you we have yet to meet . . . Come in and get acquainted 


TIME: Saturday, July lst — Open 10:00 A.M. 
PLACE: One block South of the Square on the 


REFRESHMENTS — ENTERTAINMENT 





Forrest Opens New Texas Yard 


Excellent opening day promotion campaign 
draws many prospects to new store. 


One of the most important 
features in opening a new retail 
lumber store, is the technique 
of the putting on a successful 
opening day promotion. A well 
planned opening often elimi- 
nates that period of two or 
more months of operating in 
the red while a reputation is 
established. 

Forrest Lumber Company’s 
new store at Slaton, Texas, is 
an interesting example of how 
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to stage a successful opening 
for a small town yard. 

Ten days before the opening 
a series of teaser ads were be- 
gun in the local paper. A radio 
campaign was begun three days 
before the opening. Spot an- 
nouncements were increased to 
a frequency of one every 30 to 
45 minutes on the day before 
the opening. 

Fifteen minute broadcasts 
were used on two different sta- 


~ 


UNE ice nciatirns 


tions on the day before the 
opening. These originated in 
the store and plugged interest- 
ing features of the store, as 
well as products to see. 


Also on the day before the | 
opening, boys distributed hand- | 


bills throughout the town of 


Slaton and surrounding com-f 


munities. 


Results of the promotion: 


3,500 visitors at the store in 4 
town with a total population of 
only 5,000. Just about every 
possible prospect for build- 
ing materials was immediately 
made acquainted with the at- 
tractive new Forrest store. 
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. tapered track, produces Raynor Grad- 


_ for the user. By eliminating the use of - 
_ a complete set of special hinges in the 


THE 
Graduated Hinge 
that means Greater Profit to 
Raynor Door Dealers. . . 








COMMERCIAL 
INDUSTRIAL 





RESIDENTIAL 


Pictured above is the 

Patented Raynor Graduated 

Hinge. By inserting the track roller 

in the special hole for each section the 
Graduated Hinge, combined with a 


uated Seal. 


Graduated Seal is built into every 
Raynor door to lend extra sales appeal 


for the dealer and added satisfaction | 


construction of a perfect weather tite 
seal, Raynor offers the Graduated Seal 
on every door at no additional cost! 





5 to 10 Day 
Delivery Assured 























Famous GEEGEE Windows 


We have doubled the daily 
production of Bee Gee Win- 
dows. Through this increase 
in every department we are 
able to assure our dealers of 
5 to 10 day delivery on every 
Bee Gee Window type and 
size. 


MEET THE DEMAND 
Your customers will like the 
variety of types and sizes 
(more than 42) for every 
architectural demand. With 
Bee Gee Windows you can 
satisfy every taste and meet 
every budget. Don’t miss out 


FAMOUS BEE GEE 
FEATURES 


Clean the OUTSIDE 
from the INSIDE. 


One complete factory pre- 
fitted unit, consisting of 
FRAME, pre-fit glazed 
SASH with GLASS bedded 
in putty, copper SCREEN 
and all HARDWARE ap- 
plied at the factory. 
CONTROLLED VENTI- 
LATION permits air to 
enter as desired from three 
directions. 















@ R | on Bee Gee profits. Be ready | TO INSTALL—simply set 
& | \ Y N . @ Raynor wnt! sec- -4 Farag Bee Gee = oe Window in 
In § i ie poor tional up and over 
est- sp SAP 7 doors are outstand- tag oo are ne oe ey 
as 260 Becca og Alig Ponta Es Beas 
vox CGRRDUN, | ing in perlornanee ledlans, Rentusly, Weit Viegials, Pomntylvanin, Wow. Vork. 
the | Witt 30 and moderate price. 
ind. fl | | Get THE BEEGEE WINDOW PROFIT STORY 
1 of fy . p : 
oul Nationally Advertisad — for full details .. write today . . Dept. AL-2 
i Write Direct for Dealer and uniltr pats, 
100: § Distributor Franchise Information. by 
in a r 
n of 
very 
i BROWN-GRAVES CO. 
te y iP : 
at- | AKRON 1, OHIO 
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In the Swing 

Lumberman learns how to use 
“the wood.”—A. J. Diebold, chair- 
man of the board of Forest Lum- 
ber Co., Pittsburgh, Pa. (right), 
gets some pointers on his wood 
shots from Sam Urzetta, national 
amateur golf champion. The pair 
are pictured at the Field Club 
course when Urzetta recently vis- 
ited Pittsburgh as Mr. Diebold’s 
guest. The new links king won his 
crown defeating Frank Stranahan 
at Minneapolis recently. 





Exhibitors 


R. G. Breeden, secretary-treasur- 


er of the Building Materials Ex- 
hibitors Association, is busy these 
days ironing out details so manu- 
facturers’ displays can move from 
convention to convention smoothly 
and cover as many showings as 
possible. 

Breeden reports that one ques- 
tion that will be up for answer 
soon is whether it will be possible 
to put on exhibits in 1952. Most 
dealer secretaries hold that full 
scale conventions will be possible, 
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Builders Meet 

Home Builders president Thomas 
P. Coogan, Miami, Florida, will be 
on hand in Chicago, January 21-25, 
1951, when thousands of builders 
and dealers flock into town to get 
many building and business ideas, 
as well as witness hundreds of 
product displays. 

The National Home Builders As- 
sociation is preparing for record 
breaking attendance, as members 
seek answers to their many vex- 
ing building problems. 

Advance registration is being 
handled by local NAHB chapters. 


Convention Dates 


The following convention 
schedule has been corrected to 
press date. An (*) means no 
exhibits are being planned. 


January 15-16-17 — Kentucky Retail 
Lumber Dealers Assn., Brown Hotel, 
Louisville, Ky. 

January 16-17-18 — Northwestern 
Lumberman’s Assn., Minneapolis Au- 
ditorium, Minneapolis, Minn. 
January 22-23-24—Western Retail 
Lumbermen’s Assn., Davenport Ho- 
tel, Spokane, Wash. 

January 24-25-26 — Southwestern 
Lumbermen’s Assn.— Municipal <Au- 
ditorium, Kansas City, Mo. 

January 29-30-31—Northeastern Re- 
tail Lumbermen’s Assn., Hotel Stat- 
ler, New York, N. Y. 


January 29-30-31—Ohio Retail Lum- 


bermen’s Assn.—Netherlands Plaza 
Hotel, Cincinnati, Ohio. 
February 6-7-8— Michigan’ Retail 


Lumber Dealers Assn., Pertland Ho- 
tel & Civie Auditorium, Grand Rap- 
ids, Mich. 

February 7-8-9— Middle Atlantic 
Lumbermen’s Aasan., Chalfonte-Had- 
don Hall, Atlantic City, N. J. 
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February 7-8—Lumber Dealers Assp. 
of West Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. 

February 7-8-9—Mountain States 
Lmbr. Dealer Assn., Shirley-Savoy 
Hotel, Denver, Colo. 

February 13-14-15—Illinois Lumber 
& Material Dirs. Assn., Hetel Sher. 
man, Chicago, III. 

February 15-16—Virginia Bldg. Mtl. 
Assn., Hotel John Marshall, Rich- 
mond, Va. 

February 20-21-22—Wisconsin Retail 
Lbrm. Assn., Milwaukee Auditorium, 
Milwaukee, Wis. 

February 22-23-24—Nebraska Lmbr. 
Merchants Assn., City Auditorium, 
Omaha, Nebr. 

February 27-28 — Indiana Lbr. & 
Bldr. Supply Assn., Murat Temple, 
Indianapolis, Ind. 

February 27-28, March 1 — Indiana 
Lumber and Builders’ Supply Ass’n,, 
Murat Temple, Indianapolis, Indiana. 
March 1-2-3—JIntermountain Lhbr. 
Dir. Assn., Hotel Utah, Salt Lake 
City, Utah. 

March 6-7—North Dakota Rtl. Lbr. 
Assn., City Auditorium, Fargo, N. 
Dak. 

March 9-10—West Virginia Lbr. & 
Builders Supply, Daniel Boone Hotel, 
Charleston, W. Va. 

March 14-15-16—Iowa Retl. Lbrms. 
Assn., Iowa Exhibit Bldg., Des 
Moines, Iowa. 

March 14-15—Louisiana Bldg. Mtl 
Dirs. Assn., Jung Hotel, New Or- 
leans, La. 

March 20-21-22— Carolina Lbr. & 
Bldg. Sply. Assn., Municipal Audi- 
torium, Asheville, N. Car. 

March 21-22-23—South Dakota Rtl | 
Lbrms. Assn., Coliseum, Sioux Falls, 
S. Dak. 
March 26-27—Tennessee Bldg. Mtl. 
Assn., Municipal Auditorium, Chatta- 
nooga, Tenn. ‘ 
March 29-30-31—Independent Retail 
Lbr. Dir. Assn., Radisson Hotel, Min- 
neapolis, Minn. 

April 4-5-6—Southern California Re- 
tail Lbr. Assn., Ambassador Hotel, 
Los Angeles, Calif. 

April 5-6—Mississippi Retl. Lbr. Dkr. | 
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Assn., Buena Vista Hotel, Biloxi | 
Miss. 
April 11-12-13—New Jersey Ltr. 





Assn., Berkeley-Carteret Hotel, A® 
bury Park, N. J. 

* April 18-19-20—Florida Lbr. & Mil 
work Assn., Sheraton Plaza Hotel 
Daytona Beach, Fla. 

April 22-23-24—Lumbermen’s Ass® 
of Texas, Municipal Pier, Galveston 
Texas. 

May 17-18-19—Arizona Retl. Lumber 
& Builder Spl. Assn. 
Indefinite — Montana Ret]. Lumber 
men's Assn. 

October 16-17, 1950—Oklahoma Law 
bermen's Association, Municipal At 
ditorium, Oklahoma City, Oklahome 
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TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 
to rapid, inexpensive and simplest possible 
operation. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 








findings to the instrument indicator. 


PRICE: $49.50 new vorx 


(Price subject to change without notice) 





write today 


L. R. BRADLEY & COMPANY 


25 West 45th St. — NEW YORK 19, N.Y. 


The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 
design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 
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= superb lumber, the most popu- 
lar of our softwoods, is also the most 
prolific. It grows abundantly in eleven 
Western States and Northwestern Mex- 
ico. This “multi-purpose” pine is used 
extensively for industrial, commercial and 
residential building. It is ideal for pan- 
elling, moulding, boxes, cabinet work of 


all kinds. 


Satisfied customers send re- 
peat orders because our 
Ponderosa Pine products 
are always as good — or 
better — than represented. 


<=, THE MADERA 


<= 


“J 33 COMPANY 


500 East 10th St. El Paso, Texas 











MERCHANDISING CLINIC 


| 1th Commandment 
of Selling 


In Printers’ Ink we came across 
the following good advice. It not only 
applies to selling but to all phases 
of human contacts: 

“Learn to listen. Listen with your 
ears and with your mind and with 
your attention.” 

Any one who will follow this rule 
will be amazed at the results. It is 
not the so-called “good talker” who 
makes the best salesman. The best 
listener is more apt to get the order 
because 1) the prospect is flattered 
by his attention and interest, 2) the 
salesman is finding out how to fit his 
goods to the dealer’s needs. 

Listening is a wonderful asset in 
the selling field. Invariably it’s far 
more powerful than words. 


. . . The “good” talker soon re- 
veals his vulnerable spots. The 
good listener learns quickly 
where they are. 


Hard Taskmaster 


There now are signs in the mer- 
chandising skies that indicate we may 
have to resort to good old-fashioned 
salesmanship in order to get the name 
on the dotted line. Bottlenecks in 
certain lines force the adoption of 
new products for old uses. Those who 
possess the rare ability to follow this 
course will encounter good going. Just 
the opposite will be true for those 
who prefer to cling tenaciously to the 
traditional way of doing things. Tra- 
dition is a costly taskmaster. 


. .. Trying to force somebody 
to deliver a traditional product, 
not readily available, takes 
more time and energy (without 
results) than finding out a new 
way of achieving the same re- 
sults with something new that 
can be obtained. 


Battle of the Bottlenecks 


A war-time economy will no doubt 
create a series of annoying bottle- 
necks. Shortages of certain key items 
will become more and more acute. 
Overages will exist in other materials. 
Too little of this—too much of that. 
Remember the soil pipe situation di- 
rectly following World War II. You 
could build a new house but couldn’t 
live in it because you couldn’t connect 
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it with the sewer. If we are going to 
enter a long period of all-out pre- 
paredness, we might as well face the 
fact that some of the bins in our 
warehouses will be wearing that lean 
and hungry look while others will ac- 
quire an unwanted bulge. 


. . - Good merchandising tech- 
nique calls for a careful study 
of potential bottlenecks and a 
constant search for something 
else that will do the job. 


Selling Back in the Picture? 


Efficient selling doesn’t spring from 
easy credit terms or unprecedented 
prosperity. Both are deadly as far as 
good selling is concerned. Example: 
It doesn’t take much merchandising 
skill to dispose of a house on a noth- 
ing-down, 35-year-term basis . . . es- 
pecially when the monthly payments 
are smaller than the rent that it would 
be necessary to pay in order to live 
in less desirable quarters. Yet this 
is the way we have been “selling” a 
big percentage of homes for the past 
two or three years. 


. .. Easy sailing for too long 
a period will destroy the effici- 
ency of the best salesman that 
ever carried an order book. 


Time’ To Go To Work Again 


Farmers who are demanding guar- 
anteed high prices for their products 
. .. Business men who are demanding 
free-and-easy credit terms .. . Sixty- 
five and over oldsters and unemployed 
who insist on more and more “secur- 
ity”! Let Uncle Sam do it is in 
the air and there are few industries, 
companies, individuals not willing to 
acept what is handed out in the way 
of benefits ... if that’s the proper 
word for it. What they are called 
depends on who is getting them. 


. . - Salesmanship suffers most 
when credit terms are so free 
and easy that little selling ef- 
fort is required. 


Big Job Ahead 


Not long ago on this page we 
quoted famed football coach Bob 
Zuppke as saying that the toughest 
job he, or any other coach ever had, 
was to overcome a long series of easy 
victories. Same thing is true in sell- 


ing. Sales managers all but lose con- 
trol of organized sales programs when 
demand is so great there are not 
enough materials to go around. Un- 
der such circumstances, it is no won- 
der that sales forces and service go 
to pot. Too bad it isn’t as easy to 
build them up again to a high degree 
of efficiency. That is the big job that 
is facing American business today. 


... It has been a long time 
since a full head of efficient 
salesmanship was needed to 
keep production wheels whirl- 
ing. 


Front and Center 


There is a bright ray of encourage- 
ment in the vast progress that has 
been made during the past three years 
in the modernization of lumber yards. 
The store part in countless cases can 
now take its place rightfully with the 
best retail establishment on Main 
Street. 


. - » Good display is an impor- 
tant element in modern mer- 
chandising. 


1893-1950 


This week we attended the official 
opening of a modernized lumber yard 
that was established in 1893. Neatly 
framed on a wall in the display room 
was the faded brown photograph of 
the office of the lumber yard that was 
built when the company started in 
business. A glance at the picture 
and then at the surroundings showed 
graphically and dramatically what has 
happened in the retail lumber indus- 
try in a comparatively few years. 


. .. First impressions are high- 
ly important factors when it 
comes to making or losing the 
sale. 


Five and Dimes Know How 


Imagine what would have happened 
to the five-and-dime stores had they 
tried to operate without benefit of 
attractive displays! 

We have often said that a five-and- 


_dime store can take $20 worth of 


merchandise and make it look like 
$20,000 in the show window. 

On the other hand we have fre- 
quently seen $20,000 worth of building 
materials piled so that they looked 
like $20 worth of junk. 
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PONDEROSA PINE 
DOUGLAS FIR 
REDWOOD 
LUMBER 
WIAA’ £@) 54.4 
MOLDINGS 


SIDING 
BROle) tile: 


Silbernagel 


GENERAL* OFFICE 


2 4 8S. Michigan Ave., Chicago 3, Ill. 


Telephone RAndolph 6-0540 


BuILpING Propucts MERCHANDISER 





BUILDING SUPPLY DEALERS 





POSITION 
CIATION 
ILDERS 


Again, NAHB invites you to have a hand in the build- 
ing industry’s biggest event of the year. Over 160 top 
manufacturers will “pack” the Stevens and Congress 
Hotels with the most complete showing of building 
materials and equipment ever seen. See dramatic new 
products presentations ...compare values...tap this 
rich source of new merchandising ideas! 


WHAT’S AHEAD FOR '51? 
Get the facts “straight” from your manufacturers here. 
Sit in on history making convention sessions affecting 
your business. Hear the nation’s business and government 
leaders discuss problems vital to your plans. You'll like 
the entertainment, too. Have yourself a “royal” time! 
A full house— over 4,000 dealers— attended in 1950, 
and every one went home a winner. Don’t miss the 1951 
show —it’s NAHB’S best. ‘‘See” you in Chicago! 


REGISTER NOW! Use Coupon! Advance registration 

($15.00 for men, $10.00 for women) must be sent with 

hotel reservation request. Confirmation and registration 

certificate sent to you at once. Make checks payable to 

National Association of Home Builders. If registration 
is for more than one person, please 
give, on separate sheet, names, ad- 
dresses, business classifications and 
dates of arrival. 


National Association of Home Builders 
Convention & Exposition Headquarters 
111 W. Jackson Bivd., Chicago 4, Ill. 


Enclosed find my check for $ 
Please make hotel reservations for arrival January 
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Plastic Wall Tile 


backs up your sales with product 
features that build confidence! 


Tile-Rite’s heavy beveled edges, 
beautiful colors and perfect 
quality are sure-fire sales starters. 
The outside corners molded in 
all field tile and trim colors add 
to your customers’ satisfaction. 


re aicoMetehitiielaileli) 


starts at this point... 


Tiny molded-in pins 

anchor Tile-Rite securely in 

the mastic. Perfectly true, precision molded, 
double-bevel edges square off all lines. 


Put these extra features to work for you! 
Easier, quicker installation saves labor 
costs. Simple accurate grouting improves 
appearance. Tile-Rite’s plus qualities 
insure greater customer satisfaction, bring 
more volume business! 


Investigate Tile-Rite’s proven power-packed 
merchandising program to boost your sales 
today. Send today for more information. 


THE 


aes 2a 
Bee), -* / 
Cl nN 


COMPANY 





5109 Euclid Ave. 
Cleveland 3, Ohio 








WHAT’S NEW 








Products .... Sales Aids... . Literature 








New 7-Inch Groover Saw 

The new Skil 7” Groover Saw, 
Model 117, is designed to carry 
right to the job. It can easily be 
operated by one man, as opposed to 
the two-man crews required by sta- 
tionary equipment. When used with 
a 7” dado set, the new Skil saw can 
cut away a maximum cross-section 
of over 4 square inches. Dado sets 
are adjustable to dado and plough 
up to 2,',” wide, and built-in depth 
adjustment allows range of 0° to 
2,',"" depth of groove. A regular 
combination blade of 10” diameter 
may also be used with this saw for 
standard crosscut and rip sawing 
in lumber up to 3°¢” thick. Model 
117 is engineered for fabricating 
heavy millwork such as_ grooved 
staves for wooden storage tanks 
and vats. It is highly adaptable as 
well for gang-grooving of similar 
pieces, and for many jobs previ- 
ously done by hand on heavy con- 
struction projects. The Skil Groover 
Saw features a sturdy die-cast 
aluminum alloy housing, safety 
trigger switch, powerful universal 
motor and ball and tapered bearing 
construction throughout. Write 
Skilsaw, Inc., Dept. AL, 5033 Elston 
Ave., Chicago 30, IIl. 
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Chimney Rain Cap 

A new improved type Rain Cap 
and Housing Top is now being used 
on the nationally known prefabri- 
cated Vitroliner type “E”’ Chimney. 
The Rain Cap with a baffle ring is 
welded to the Housing Top forming 
one unit. This improved design 
acts as a wind baffle and prevents 
rain from entering the flue in any 
manner. The new top as seen from 
the ground level is pleasing to the 
eye and lends itself to all types of 
architectural home designs. The 





























Vitroliner Chimney is built arounj 
a vitreous enameled metal flue liner, 
The liner is encased in a seam§ 
less tube of high temperature rel 
sistant asbestos insulation. A rounif} 
aluminum pipe forms the externdp 
cover. A flue support at the ceiling} 
is anchored by means of four metalfl 
straps nailed to the joists. The rooff 
housing is nailed to the roof ani 
holds the flue and top in prope 
position. The Vitroliner Chimney 
replaces the masonry chimneyf 
Write Condensation Engineering) 
Corporation, Dept. AL, 3511 Wh 
Potomac Ave., Chicago 51, IIl. ‘ 








Mail Box in Gift Package 


An attractive, newly designed mail 
box of Colonial Forged Iron witll 
solid brass trim packaged in a color} 
ful gift box, is being introduced bf 
McKinney Manufacturing Compan) 
The gift box is smartly lithographe} 
in four colors and provides the deal} 
with an effective gift merchandisinf 
idea for a standard hardware item 
This new mail box should have time 
sales appeal especially for the hol: 
day season. It is also an excellet! 
year round gift suggestion. A_ solil 
brass mail box, gift packaged is als) 
available. Write McKinney Manufat 
turing Company, Dept. AL, iil 
Metropolitan St., Pittsburgh 33, Pa. 
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(VERTICAL SLIDE) 
The durabie rust- 
resisting Armco Metal 


Unit with ADVANTAGES THAT 
APPEAL TO YOUR PROSPECTS 


RUSCO is a complete, factory-assembled, factory- 
painted metal unit . . . contains glass, screen, weather 
stripping, installation members (wood or metal), self- 
storing insulating sash (optional). 


ADVANTAGES LIKE THESE HAVE 
SALES APPEAL! 1—A year ’round unit... no 


screens or storm sash to buy. . . 2—Built-in ventilation 


control ... 3—Glass and screen panels removable from 
inside for easy washing ...4—No weights, cords or 
balances... 5—No binding or sticking ...6—Waterproof 


felt weather stripping ...7—Lumite plastic screen cloth— 
no deterioration or streaking ... 8—Automatic locking 
in closed and ventilating positions. 


ADVANTAGES FOR THE BUILDER T00! 


1—All working parts are of tubular, hot-dipped gal- 
vanized Armco Ingot Iron Zincgrip . . . Bonderized and 
finished with baked-on enamel . . . 2—No field painting 
required (except wood trim when used) ... 3—Glazing 
and on-the-job refitting are completely eliminated .. . 
4—Practical for any type construction . .. 5—Can be 
installed in less than half the time required by ordinary 
window units. 


A Quality Product, competitive with the 
lowest price window unit on the market. 


You can get the facts about Rusco Prime Windows from the 
Rusco Distributor in your territory . .. OR WRITE DIRECT 


THE F. C. RUSSELL CO. 


DEPARTMENT 7-AL 110, CLEVELAND 1, OHIO. 
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Manufacturer of the famous Rusco all-metal, rr 
$elf-storing combination screen and storm sash. at rat 









Save Your 
Customers 200 % 


with HAWKINS 
PREFABRICATED Ady, Railings 


Patent Pending 
, iczrmek 











Fill Railing | 
Orders from 


: STOCK 


No expensive drawings, no delay with these “honest- 
to-goodness” 
proper amounts 
ornaments 


adjustable railings. ‘Simply combine the 
of level and bevel rail with posts and 
information on customer’s rough 

sketch. Fit any tread 
| and rise. Easily as- 


sembled. 


from 


Guaranteed to 
Fit Any Normal 
Porch or Step 
Arrangement. 

Low cost and quick 
service will bring you 
volume sales with 
good profit margin. 





RAILINGS FOR SCHOOLS, 


Many schools, churches and 
buildings do not have ample 
At right is 


shown a Hawkins church in- 


CHURCHES, ETC. 


wall railings. 
stallation of wall railings 


only. Send for the facts. 





Write for details. 


Dealer's assortment, $238.48—F.0.B. Birmingham, 
puts you in the prefabricated railing business! 


HAWKINS IRON CO., INC. 


Birmingham 4, Alta. 


319 North 4th St. 
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DeWalt Power Saw 


DeWalt’s new and_ improved 
Model GR Radial Arm Saw features 
a recently perfected DeWalt low- 
dead rise, direct drive motor. The 
design of the motor is such that 
there is a reduction of the distance 
from the extreme bottom of the 
motor casing to the saw arbor. This 
reduction of distance allows the 
feeding of thicker stock when us- 
ing a standard 14” saw blade. An- 
other feature is the enclosure of 
the motor which is of the totally 
enclosed type important from the 
standpoint of safety. The motor 
unit of the new DeWalt Model GR 


is equipped with grease-sealed-for- 
life bearings plus wiring insulation 
that will stand double the normal 
amount of heat generated by the 
motor in operation. Additional fea- 
tures include double row sealed-for 
life bearings in the roller head as- 
sembly; they give maximum rigid- 
ity to the machine during all cut- 
ting operations. This DeWalt Model 
GR will be available in both the 
standard and medium arm sizes 
which give a wide range of cross- 
cut capacities. The use of a 14” 
saw blade gives the unprecedented 
cutting depth of 4% inches. Write 
DeWalt Inc., Dept. AL, 511 Foun- 
tain Ave., Lancaster, Pa. 
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Cabinet and Drawer Pulls 


The Stanley Works announces 
the addition of two new solid brass 
cabinet door and drawer pulls to 
its cabinet hardware line. Unique 
in design, pulls may be applied 
either vertically or horizontally. 
The styling is particularly accen- 
tuated when the pulls are applied 
horizontally with concave ends fac- 
ing each other. They are easily 
adapted to the doors or drawers of 
any room in the home. Pulls come 





in two sizes: 452” (No. 4454) and 
344” (No. 4455) for cabinet doors 
or drawers 34” and %” in thick. 
ness. Their graceful design pro- 
vides ample finger room. They are 
furnished in all standard hardware 
finishes. An attractive model dis- 
play showing both sizes in chrome 
and brass finishes is available at 
the cost of the hardware only. For 
catalog page, write The Stanley 
Works, Dept. AL, New Britain, 
Conn. 


Screen Door Grilles 


Screen door grilles designed and 
manufactured by National Guard 
Products are fully adjustable to 
fit all regular size screen doors. 
The line includes a number of grille 
designs featuring attractive wild 
animal figurines of cast aluminum, 
and also several designs which are 
adaptable to either regular screen 
doors or combination screen and 
storm doors. The grilles are exten- 
sively advertised in national home 
and garden magazines. Other items 
manufactured by the Memphis firm 
include packaged, ready-for-instal- 
lation weatherstrip units for doors 
and windows. The company has 
national distribution on its prod- 
ucts and new dealers are still being 
added in many territories. Write 
National Guard Products, Inc. 
Dept. AL, 540-42 Jackson Ave., 
Memphis, Tenn. 
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One of our customers, very kindly wrote: 
It's easy to do business with Tarter, Web- 
ster & Johnson.” That was sweet music to 
us, because the policy here is to go “over- 
board” in a constant endeavor to please 
customers. 


Eight modern mills are at your service. We offer you 
lumber products accurately sawn—properly seasoned 
and machined to perfection. 


Ponderosa Pine, Sugar Pine, White Fir, Douglas Fir, 
Incense Cedar; also Pine doors, Pine and Fir mould- 
ings, Pine plywood, cut stock. 


TARTER. WEBSTER & JOHNSON. INC. 


P. O. Box 1731 
STOCKTON, CALIF. 
Stockton 4-8361 © Teletype SK 2 


1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 © Teletype SF 531 
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er VIA ~------) CUT COSTS 


FOR YOU—YOUR CUSTOMER 














tal- * 
Ors 
has 
rod- 
rite And cement, casements and casings! These 
ne, —and hundreds of other building supplies— 
ve., now move faster, safer and cheaper on mod- 
ern Rapistan Material Flow equipment. 
- Rapistan conveyors move your materials 
ma! from boxcar to storage; from storage to de- 
; livery truck—with no in-between handling ! 
-_ They save you countless man-hours, reduce 
breakage, and give trouble-free service— 
indoors or outdoors—for years! 
Whether you need gravity conveyor for The Dixon Weather-Lok Window Unit is instantly, 
y & y ? easily installed—eliminates on-the-job time loss—is 
fast unloading, power belt conveyor for adaptable to frame, veneer, or solid masonry con- 
loading and stacking, or a complete “flow struction with minimum change. 
— istan! It’ fitable. 
. system—buy Rapistan! It’s profitable NOTE THESE FEATURES 
SEND FOR YOUR COPY of “The Hands that Lift the of the DIXON WEATHER-LOK UNIT 
i Materials Lower the Profits!’ See how Rapistan . « « Made of kiln-dried Ponderosa pine. 
equipment cuts boxcar unloading cost per car from 
4 $17.10 to $1.90; reduces frame and door storage . . » Completely weatherstripped. fxtra-wide blind 
4 handling cost 68.7%; makes possible simultaneous stop and spiral balances. Toxic treated for long life. 
: —— ‘sng laa of lumber—how Rapistan . .. Adapted to frame, veneer, or solid masonry 


construction with minimum of change. 
sah mies tees dee Pao a ie, . . « High in quality, low in cost, because all opera- 
pistan Building © Grand Kapids, Michigan tions from forest to you controlled by just one ex- 


as perienced mill and manufacturing company. 

‘ Manufactured by Western Pine Mfg. Co. of 

3 Representatives in Principal Cities TH E | xD i : n A u STR : ES 
Kapialan_ 3 sSPOMNANeE 


HAL R.DIXON GRANT DIXON, JR. C.E.BARTLETT 


ash 



















































MATERIAL fZow EQUIPMENT PRESIDENT VICE-PRESIDENT SEC'Y. *TREAS. 
a oe Fer Full Information Wire or Write 
fu QHuDe He | 71 fll uy | JOHN H. MEARS, Inc. ELLIS GLAZING CO. 
‘ts ; ig Vx op, , é Baltimore 30, Maryland Henryetta, Oklahoma 
|| FPR | Sea EXCHANGE LUMBER & MFG. CO. 
CONVEYORS: Power or Gravity, Portable or Stationary. Spokane, Washington 
— ah a A Ba eee 
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Consistently 


LOW 
PRICES 


Warehouse or 
Carload Shipments 


Dependable shipments of 
high quality birch ply- 
wood — birch veneer — 
birch lumber — birch 
doors. 


BIRCH 
PLYWOOD 


STOCK 
PANELS 


Grades A-A, A-1, A-2, 
A-3, 1-1, 1-2, 1-3, 2-2, 
2-3, 3-3. All thick- 
nesses: 1” to %,". 
Complete stock sizes 
or your sizes upon 
request. 


BIRCH 
DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, 
in 1" and 3/16’ thicknesses. 
All panels are 3-ply construc- 
tion. 


Phenolic, Urea, Melomine and 
10 Cycle Glue. 
glues. on door panels and 
stock panels. All birch ply- 
wood meets standard CS 35-47 
Bureau of Standards specifica- 
tions. 


BIRCH VENEER 


Rotary and Sliced Cut. Stand- 
ard Thicknesses. Faces, Backs. 
Cross Banding & No. 1 Sheet 
Stock. 


Specify your Requirements. 


PENDABLE 
LIVERIES 


Yj zs ss ¢6 
R. BRAUND 
COMPANY 


Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 


Telephone — Midwest 4-3450-53 
TWX Birmingham 500 


All hot press ° 

















i. 


New Hudson Catalog 


H. D. Hudson Manufacturing 
Company announces publication of 
its new Barn Equipment and Hay 
Unloading Tools Catalog No. 45-3. 
The new catalog has 128 pages 
bound into a durable and attractive 
3-color cover. It covers the com- 
pany’s complete barn equipment and 
hay unloading tools line which in- 
cludes stalls of every type, stan- 
chions, water bowls, stock pens, 
barn accessories, litter carriers, 
horse barn and hog house equip- 
ment, roof and electric ventilation. 
For copies write H. D. Hudson 
Manufacturing Company, Advertis- 
ing Department AL, 589 E. Illinois 
St., Chicago 11, Ill. 






















New Cellar Drainer 


This unit is designed to provide 
reliable protection against flooded 
basements, or for draining water 
in elevation pits, boiler rooms, or 
wherever excess water must be re- 
moved. Operation is completely au- 
tomatic. The pump starts when 
the water gets to a predetermined 
level and stops as the water goes 
down. Base is located %4” to floor, 
which permits pumping to that 
level. Minimum diameter of sump 
in which pump will fit is 12”. Sump 
depth, 2 ft. Pipe connections, 144”. 
Height 3942”. Motor is 4 H. P., 
115 volt, 60 cycle, 1750 RPM with 
automatic, built-in overload protec- 
tion. Capacity of pump varies 
from 2200 gallons per hour with 5 
foot head to 1200 gallons per hour 












































Diversified Service 
Offered by these 
Western Wholesalers 


Today Western Wholesalers are util. 
izing all their know-how and contact 
in an attempt to fill your needs. Al- 
though shipment is difficult, they still 
offer you service from many mills all 
along the coast, knowledge of each 
mill's facilities and a thorough under- 
standing of buyers’ requirements. 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns. 


Morrill & Sturgeon 
Lumber Co. ~ ae soee 


YEON BLDG., PORTLAND, ORE. 


Pacific National Sales Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 











WALES LUMBER COMPANY | 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON | 





Our 30th Year 





564 Market St., San Feenves 4, Cal 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 


Eastern Office € Warehouse: 
r'HE C. A. MAUK LBR. CO., TOLEDO, 0. 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Main 6954 Riverside 4335 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PD572 

















November 18, 1950, AMERICAN LUMBERMAN & 













as 









xy ERENT 









wit! 
rosl 
inat 
are 
Sta 
by 

is | 
fast 
The 
Sal 








ish. 

















pees 


Beas iss ace eal at ene 


eee 


with 20 foot head. Rust and cor- 
rosion of important parts are elim- 
inated. Pump impeller and casing 
are bronze. Column is all brass. 
Stainless steel shaft is supported 
by large bronze bearing. Strainer 
is perforated brass of ample area, 
fastened to bottom of pump. Write 
The Deming Company, Dept. AL, 
Salem, Ohio. 

















Refrigerator-Freezer Ensemble 
A seven-cubic foot refrigerator 
and a matching, Westinghouse up- 
right home freezer provide thirteen 
cubic feet of reach-in convenience 
with the ensemble shown above. 
The two occupy only 57” of floor 
space. The deluxe refrigerator, 
model DA-7, features a Butter 
Keeper, Meat Keeper, and a Humi- 
drawer for safe storage of foods, 
plus Colder Cold to give faster 
freezing of 21 pounds of frozen 
foods and ice. Three separate com- 
partments in the freezer make pack- 
ages easy to find and provide handy 
loading shelves. The fast freezer 
quickly seals in natural food, color, 
flavor and vitamins at 15 degrees 
below zero. Storage compartments 
remain at zero and below. Write 
Westinghouse Electric Corporation, 


Dept. AL, Appliance Division, 
Mansfield, Ohio. 
Imperial Woodwall 

Imperial Woodwall, now being 


distributed to the trade in quantity, 
Is a modern wall panel manufac- 
tured for every interior use, in- 
cluding full wall surfacing and 
wainscoting. The solid hardwood 
panel is presently produced in Im- 
ported White Oak and Philippine 
Mahogany of fine quality which de- 
velops an unusual grain pattern. 
Woodwall is adaptable to any fin- 
ish — bleached, natural, walnut, 
maple and many others. An even 
flow of this material is assured as 
the experience of over 55 years in 
the manufacture and distribution 
of quality forest products by E. K. 
Wood is behind the marketing of 
this tongue and groove product by 
the pioneer lumber firm. Molding 
and trim are in stock and “special 
details’ may be obtained on re- 
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BEFORE Coin wea THER Comes 
Replace those broken panes ~ 
with PENNVERNON 


Window Glass 


DEALER'S Name = 
400 aaetss ate 





EWSPAPER ADVERTISING is perhaps the 
N keystone of your promotion activity on 
Pennvernon Window Glass. At least it is an 
important element in a well-integrated cam- 
paign. 

To make your program even more resultful, 
we have made available a group of eight hard- 
hitting advertisements. They point out to buyers 
the advantages of Pennvernon Window Glass; 
the fact that Pennvernon is window glass at its 
best; that it has excellent visional properties, and a brilliant 
surface finish on both sides, so that it may be glazed either 
side out. 

Why not review your advertising mat sheet on Pennvernon 
Window Glass? Order the mats you need now; they’re free 
of charge. Just ask your Pittsburgh Plate Glass Company 
branch or jobber for them. 


wont, cOmFOn! 
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Toplece it win 
PENNVERNOW 
WINDOW = 
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to use these other aids 


.. Remember 





to more sales 







—because when all these helps are combined, you have a 
sales-winning team that’s proved itself. Here they are: 
(1) an eye-catching window card; (2) a “stopper-reminder” 
counter easel; (3) a striking decalcomania that identifies your 
store as headquarters for Pennvernon Window Glass; (4) an 
ingenious 3-piece window streamer; (5) sales-producing 
folders for mailing or give-away. 





Pennuernon 
Window Grass 
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PAINTS GLASS CHEMICALS BRUSHES PLASTICS 


Poa. T E GLASS COMPANY 


PITTSBURGH 











quest. Write E. K. Wood Lumber 
Company, Dept. AL, 4710 S. Ala- 
meda St., Los Angeles, Calif. 


November 1950 Reference Book 


Just off the press, the 138th 
semi-annual issue of the Red Book 
of the Lumbermen’s National Red 
Book Service contains thousands of 
important credit rating and busi- 
ness changes. Acknowledged gen- 
erally as the standard credit and 
reference guide for the lumber, 
woodworking and furniture manu- 
facturing lines, the Red Book 
Service is also widely used as a 
sales aid by concerns selling to 
these industries. For concerns 


seeking new sources of supply, the 
Fall 1950 Red Book contains the 
names of hundreds of new saw- 
mills, woodworking, millwork and 
furniture manufacturers. Also 
listed are numerous wholesale and 
retail yards that are just getting 
started and are seeking sources of 
supply. Now in its 74th year, the 
Red Book Service keeps its mem- 
bership advised of credit rating 
and business changes by means of 
handy Twice-a-Week supplemental 
sheets. With this continuous flow 
of timely data on buyers and sell- 
ers, users of the service are able 
to operate safely and profitably 
without having to wait for special 
credit reports. However, reports 





WHOLESALERS 
Coast to Coast 
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% FACTORY AND BRANCH 
@ LOUDEN WHOLESALERS 











. mean 


BETTER SERVICE for you 


@ Superior service to dealers and customers has 
been a Louden tradition ever since 1867. Whatever = pas 
your location, as this map shows, there’s a Louden 

wholesaler near you — ready to give fast, efficient, 
economical service on most items in the Louden line. 
Also the Louden factory and the factory branch at 
Albany, are conveniently situated to provide excep- 


tional service on big barn jobs. 


From the standpoint of Profit — as well as of 
History — the FIRST name in Barn Equipment is 
Louden’s Certified 
Dealer Plan offers many advantages. To get a bigger 
share of barn-equipment business in YOUR com- 
munity, write for full details of this effective plan. 


The LOUDEN MACHINERY CO., Fairfield, towa; Albany, New York 


Please direct inquiries to Fairfield 


LOUDEN to any alert dealer. 


Au: 
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HI-DRI CROP DRIERS 





STALLS 
AND STANCHIONS 





a 
VENTILATION 





WATER BOWLS 


since 1867 always first in 


BARN EQUIPMENT 


. and Barn Plan Service 
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are available when needed. Writ 
the Lumbérmen’s Credit Associa. 
tion, Inc., Dept. AL, 608 Sout# 
Dearborn St., Chicago 5, Ill. Ay 
Eastern office is located at 99 Wal 
St., New York 5, N. Y. 


| 


Liddesdaik 


Machine Tools 





New Delta Catalog 


A new 60-page Delta catalog pic- F 
tures and describes Delta-Milwau-f) nor 
kee woodworking machines andf) 
other tools in the broad Delta line 
of 53 machines, 246 models, and 
more than 1300 accessories. This 
new AB-50 catalog gives the de-} 
tailed information needed before 
buying a power tool: Product speci- f 
fications. Prices. Motor recom- f 
mendations. Accessory listings. 
Other specific facts. For a free 
copy of the AB-50 catalog, write 

} 
































Delta Power Tool Division, Rock- 
well Manufacturing Company, Dept. | 
AL, 600 E. Vienna Ave., Milwau- } 
kee 1, Wis. 















































Loadgrip Clamp Hanger 

This simple, two-piece hanger is 
used for attaching piping, conduit, 
ducts, furring strips and other sus- 
pended fixtures to the under side 
of pre-cast concrete joists. The 
Loadgrip hanger can be assembled 
and installed in a few seconds: For 
descriptive literature write United 
Industries, Dept. AL, Box 449, 
Madison 1, Wis. 



































































Sy "PACK RIVER” [kin onc 
WHEN YOU WANT THE FINEST WESTERN WOODS 


IDAHO WHITE PINE 
PONDEROSA PINE 
ENGELMANN SPRUCE 
INLAND RED CEDAR 
FIR AND LARCH 


At ! 
Wal : 











FRAMES 

CUT STOCK 
MOULDINGS 
CUT-TO-LENGTH TRIMS 





SOLD THROUGH WHOLESALERS ONLY 


REPRESENTING: 
PACK RIVER LUMBER CO. 








pic. SANDPOINT, IDAHO 

wau- NORTHWEST TIMBER CO. 

and GIBBS. IDAHO 

line || | THOMPSON FALLS LUMBER CO. 

onl THOMPSON FALLS, MONT. 

This 

B. Teletype — Sp. 105 Telephone MAdison 0121 P.O. Box 64 iain Building SPOKANE, WASHINGTON 











uit, 
suS- 


IDAHO WHITE PINE- PONDEROSA PINE 





side 
The ENGELMANN SPRUCE - LARCH - DOUGLAS FIR 
led | 
Ae MILLS: Libby, Montana and Klickitat, Wash. 
te 
49, SALES OFFICES: Minneapolis, Minn.; Chicago, 
ill.; New York City, N. Y. 
G BurtpInc Propucts MERCHANDISER 77 









































Roller Painters 


Push-button roller painters have 
been designed specifically for non- 
professional as well as professional 
use by the Electric Sprayit Co. The 
manufacturer’s automatic self-feed- 
ing paint roller just rolls the paint 
on continuously. It is engineered 
for all to use and it is said to paint 
rooms in 1 to 2 hours, with no skill 
required. The roller may be applied 
to oil or water paints—flat, semi- 
gloss or enamel, also aluminum 
paint, stains or sealers. The com- 
plete Rollzit unit is fully described 


in a special leaflet. Advantages in 
the saving of both time and labor, 
as well as the limitations of roller 
application are also explained in a 
six-page booklet, “Roll the Paint 
On!” The booklet will serve as a 
valuable guide in the purchase of 
this equipment, telling what fea- 
tures of design to look for when 
purchasing; how professional re- 
sults can be obtained on_ both 
smooth or rough surfaces; what 
materials can be used; how to pre- 
pare paint for roller use; and sug- 
gestions on how to operate. For 
copies of literature write The Elec- 
tric Sprayit Co., Dept. AL, Sheboy- 
gan, Wis. 


Matching Face Patterns 


A uniform appearance that gives 
a smart, professional effect has 
been achieved with matching face 
patterns for PresTrim metal mold- 
ings. PresTrim is a product of the 
PresTile Manufacturing Co., mak- 
ers of PresTile plastic finish tile- 
board. PresTrim is available in 
five popular shapes, individually 
sleeve wrapped in convenient 8-foot 
or 6-foot lengths. Cap or end strips, 
divider strips, tub moldings, inside 
corners with double or _ single 
flanges, and outside corner mold- 
ings all have matching faces. Pres- 
Trim is precision made of heavy 
gauge, polished aluminum, and is 


acid and corrosion proof. Wide nail- 
ing flanges and continuous nailing 
groove assure neat, easy installa- 
tion. Matching black cap and base 
moldings, prefinished, are also part 
of PresTile’s PresTrim line. Write 
PresTile Manufacturing Co., Dept. 
AL, 5850 Ogden Ave., Chicago 50, 
Il. 



































Electric Fork Truck 


A new electric battery-powered 
“Trucloader,” 1000-pound fork-lift 
truck announced by Clark, has the 
following features: Automatically 
accelerated control as_ standard 
equipment — power controlled 





and 


FLOORING 





HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH © BEECH @ OAK 
STRIP © BLOCK 


HERRINGBONE 
BROOM HANDLES 
GRADED SAWDUST 


High Grade Northern Hardwoods 


Custom Kiln Drying 


























FOR OUR LUMBER 








1" KILN DRIED YELLOW PINE 


Flooring; Boards, Siding, ete. 





ASK YOUR 
WHOLESALER 
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Members: M. F. M. A. N. H. L.A. ON. H. & H. OM. A, 


Oconto, WISCONSIN 








<A ; ‘| 





W. M. McGowin Lumber Co. 


Pine Apple, Alabama 
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Look At This 
For Quality 


Timber doesn’t grow any finer than this — and 
lumber doesn’t come any finer than Oregon- 
American offers you. Oregon-American combines 
choice timber, complete and modern manufac- 
turing facilities with “know how” to furnish you 
the finest West Coast Upland Hemlock and old 
growth Douglas Fir lumber you can furnish your 
customers. 


Buyers are invited to get acquainted with our 
high quality 


Kiln Dried West Coast Upland Hemlock 


Flooring, Dimension, Boards 
Ladder Stock, etc. 


Let us demonstrate how well Oregon-American 
will serve you. 


OREGON- AMERICAN 


LUMBER CORPORATION 


VERNONIA, OREGON 


300,000 Feet Daily 


WEST COAST UPLAND HEMLOCK 
eo} Hoc) fo) wae leliici a waa 
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lasho White Pine is one of the genuine white 
pines. It shares those same qualities which 
have made white pine a preferred building 
material since the earliest Colonial days. 

Soft of texture, straight of grain and free of 
any tendency to split or sliver, Idaho White 
Pine is famous for workability. Stock and 
specify it with confidence because it is man- 
ufactured, seasoned and graded to the high 
and carefully maintained standards of Asso- 
ciation mills. 


For more information about Idaho 
White Pine, send for free illustrated 
64-page book. Address 


WESTERN PINE ASSOCIATION 
Yeon Building - Portland 4, Oregon 


THESE ARE THE | Idaho White Pine, 
WESTERN PINES | Ponderosa Pine, Sugar Pine 


THESE ARE THE | Larch, Douglas Fir, White 


ASSOCIATED | Fir, Engelmann Spruce, 
woops | Incense Cedar, Red Cedar, 
Lodgepole Pine. 
WOODS FROM | THE WESTERN PINE REGION 
fon) ——b mr ty 


/ 
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SASH BALANCE 
and 


WEATHERSTRIP 





. Available 
with or without bronze covers that completely 
hide spring, as shown above. 


PERMITS REMOVAL OF 
SASH WEIGHTS, INSULA- 
TION OF MULLIONS. 


Slash Labor Coste 


Simple installation allows one man to 
easily install 30 or more windows in 8 
hours. No high-priced skilled labor needed. 
This means you can get more satisfied 
customers at lower cost . . . higher profit! 


Tope tn Operation { 


Smooth, positive action; accurate balance ; 
finger-tip control plus the perfect seal 
against draft, dust, moisture. No wood-to- 
wood contact. Prevents sticking windows 
and window rattle. 







EFFICIENT Aga FOR OLD 
Low UaZariee OR NEW 
cost GgzdZ? sulLDING 


ATTENTION MILLS AND LUMBER YARDS 
IDEAL FOR PRE-FIT WINDOWS 


Can Also Be Sold in Single Unit Packages 


Mail this coupon today! 
Milwaukee Strip Service, Inc. 
4621-23 W. Lisbon Ave. 
Milwaukee 8, Wisconsin 
Please rush me folder L-11 and price list of 


Milwaukee Combination Sash Balance Weather- 
strip. 








through a master switch, in turn 
controlled by an automatic timer, to 
provide even acceleration of motor 
speed. Control is non-plugging type; 
direction of travel cannot be 
changed until motor comes to full 
stop. “Dead man” brake operated off 
the drive shaft of the drive motor— 
sets automatically whenever the 
driver’s seat is vacated. The direc- 
tional control lever locks in neutral 
automatically when the driver 
leaves his seat. Increased load ca- 
pacity with 24” load-center rating; 
30 percent higher speed; maximum 
accessibility for easy service and 
maintenance. An outstanding im- 
provement claimed for the new ma- 
chine is the use of a separate motor 
to provide power for the hydraulic 
pump. Result is an 80 percent in- 
crease in lifting and tilting speeds 
over the former model. Write Clark 
Equipment Company, Industrial 
Truck Division, Dept. AL, Battle 
Creek 40, Mich. 





. Wesco-Air Floor Heater 


The Wesco-Air floor heater with 
patented down-flame design, re- 
portedly overcomes many objection- 
able features of conventional floor 
furnaces. The Down-Flame design 
places the oil burner at the top of 
the heater. Instead of at the top, 
the point of greatest heat in this 
heater is at the bottom, the farther- 
est possible removed from the floor 
grille. Because radiant heat from 
the top of the chamber is reduced, 
temperatures are uniform over the 
entire surface of the grille which 
never becomes excessively or dan- 
gerously hot. The combination of 
downward-directed oil burner and 
scientific arrangement of baffles 
and passages produces heating effi- 
ciency of 80% or better. This is 
considered very high in comparison 
with the usual floor furnace depend- 
ent upon pot-burner combustion. 
Lower fuel bills and abundant heat 
are the results. For descriptive 
folder write Northwest Foundry & 
Furnace Co., Dept. AL, 2435 S. E. 
Gladstone St., Portland 2, Ore. 








The Transport Mixer 


Transport Mixer operation elim- 
inates what is said to be the major 
weakness of the ready mixed con- 
crete industry ... the water tank 
on the truck. The unit’s full open 
top construction permits visible 
mixing while loading. There is no 
guessing. Each truck load can leave 
the plant with uniform consistency. 
With revolving blade mixing action, 
it is possible to produce concrete 
with less mixing water, resulting 
in higher strengths. The blades 
mix thoroughly and discharge with- 
out segregation. Faster charging 
is the result of an open top sta- 
tionary drum. Rear and side dis- 
charge also reduces delay on ar- 
rival at the job. Transport Mixers 
perform equally well for central or 
transit mixed concrete. They do not 
require washing out after each load 
and are easy to clean at the end 
of the day. Operators report 25c to 
50c per cubic yard lower costs. For 
illustrated folder write Concrete 
Transport Mixer Co., Dept. AL, 
4985 Fyler Ave., St. Louis 9, Mo. 





Yates—American Band Saw 


The J-120 20” Band Saw has a 
cast-iron base and steel frame. 
Motor, vee-belt drive and lower 
wheel are enclosed by a pressed 
steel frame which is insulated by 
rubber beading. The 24” x 24” 
table is supported on double trun- 
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Anaconda Copper 
Mining Co. ) 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 












Place Your Order Nou- 





— IDAHO WHITE and PONDE- 
ROSA PINE, DOUGLAS FIR, 
HEMLOCK, SPRUCE, WESTERN 
RED CEDAR and others — Shop, 
Finish, Dimension and Industrial 
Lumber, Siding, Shingles and 
Specialties — Finest quality, best 
prices — Wire, write or call today 
for quotations on carload lots to 
your specifications, 


PLYWOOD, DOORS, BUILDING SPECIALTIES 


Look to Fiddes-Moore for warehouse and carload ship- 
ments of interior and exterior plywoods of all kinds and 
sizes—for modern Flush Doors and Douglas Fir Doors— 
for many building specialties. See our latest F-M Price- 
O-Gram for information and prices. 


ovary 27D SERVICE 
FIDDES-MOORE & CO. 


4950 STATE LINE AVE., HAMMOND, INDIANA 
Phones: SOUTH CHICAGO 8-9223 (Chicago) RUSSELL 2350 (Hammond) 
Fort Wayne, Indiana ¢ P. 0. Box 839 * Telephone: Harrison 1285 


SS Finest West Coast Forest Products 

















OZARK 


1927 == BRAND -= 1/950 
OAK FLOORING 

















Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in. ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 










THE OZARK OAK FLOORING CO. 
BISMARCK, 


MISSOURI 
BuitpInG Propucts MERCHANDISER 











SUPERIOR LUMBER 





GRADING ... A PLACE FOR EVERY BOARD, 
AND EVERY BOARD IN ITS PLACE! 











Dargan's modern Conway plant was among the first 
to use Vulcraft's Roll-A-Board Lumber Sorter. The 
division slotted conveyor provides speedy separation 
into grades and widths. Boards are promptly re- 
moved by lift truck for kiln-or-air drying to become 
"Superior Dargan Lumber." 


@ FINISH 
@ MOULDINGS 
@ FLOORING 
@ CEILING 
@ BOARDS 
@ SIDING 





Write Box 406C for lists, 


prices, and illustrated litera- Wah he Ret A-Geerd Sorter 


operator quickly separates 
ture. boards into 24 grades and 
widths. 





DARGAN LUMBER MANUFACTURING COMPANY 


(FORMERLY INGRAM-DARGAN LUMBER CO.) 
Gang Mill + Dry Kilns - Planing Mill CONWAY, S. C 















nions, and tilts 45° right and 12° 
left. Hinged table section permits 
easy removal of blade without 
twisting. Top guide is counter-bal- 
anced. All bearings are lubricated- 
for-life. There is a convenient foot 
brake on lower wheel. Upper wheel 
is supported by a strong, steel col- 
umn. All doors have continuous 
hinges. Other machines in the J- 
Line include the J-131 8” jointer, 
J-180 18” x 6” surfacer, J-170 12” 
lathe, J-140 mortiser, J-147 16” 
disc sander, J-145 spindle sander 
and J-150 shaper. For illustrated 
_ folder write Yates—American Ma- 
' chine Company, Dept. AL, Beloit, 

Wis. 





Display The Saw 
That Sells on Sight! 


Consistently Advertised NATIONALLY 


























POWER SAW 


ONLY °<d 92> Retail Price 


Model 625 
Portable Electric 
Hand Saw 
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. . - with these big sales 
and performance features! 
~ ke Weighs only 1042 pounds 
@- 2 2) Angular Adjustment 90° to 45° 
ae) Depth of Cut 0” to 2%” 
») Graduated Ripping Guide Lumite Screen Display Rack 
’ Plus many others The new 1951 display rack for 
It's designed by experts for easy, fast, | Lumite screening is now available. 
precision work. It has perfect balance | The two side panels are stream- 
: lined to facilitate the accessibility 
for one-hand operation, plus plenty of | of inventory. In a minimum of 
power. Streamline design with motor space, this rack provides for stor- 
drive to blade through precision-cut | 9&,, dispensing, measuring, and 
: , cutting. Complete with its own 
bronze helical gears. Air baffle clears | measuring device, cutting knife 
sawdust from line of cut. Safety guard | and —7 folders, it meas- 
k . ures 66” high, 40” wide, and 
eeps blade covered when not ~— 3” den, Welett baer onan 
— automatic return. Complete with 6 Vy steel, the bright orange, 98-lb. rack, 
combination blade; 10-foot, rubber- has a non-rusting, baked-on enamel 
covered, 3-wire (with ground wire)cord | finish, which is distinctive in ap- 
h f bl i pearance and easy to clean. There 
and plug. Other types of blade avail- | i, an aluminum shelf to speed the 
able. dispensing and rolling of the 
Beautiful hammerloid-finish screening with a special ridge for 
steel carrying case, extra $625 its cutting. In the upper part of 
' — the display rack are six, 100-foot 






SEND TODAY. Get new 16-page 
catalog with full information 


rolls of screening‘in the most popu- 
lar widths, namely 24”, 26”, 287, 
30”, 32” and 36”. Two shelves for 
storage in the lower part of the 
rack handle a maximum of six rolls 
conveniently. Written across the top 
of the rack is “Lumite Saran In- 
sect Screening,” and on the left is 
the Good Housekeeping Seal of 
Guarantee. In a holder are printed 
folders on the advantages of Lu- 


on the complete line of 
Portable Electric Tools for 
farm, home, and shop. 


(PEF PORTABLE ELECTRIC TOOLS, INC. 


335 West 83rd Street, Chicago 20, Illinois 
In Canada: 369 Danforth Avenue, Toronto 13 
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mite screening. Write Lumite Divi- 
sion, Chicopee Mfg. Corp. of 
Georgia, Dept. AL, 40 Worth St., 
New York 13, N. Y. 


aetna tN SA 


"'Rigidized"’ Metal Knob 


This new model Yale door knob, 
the first in recent years, is de- 
signed for the double duty of both 
operating a latch and decorating a 
home. The new “rigidized” metal 
knob has a steel base and is finished 
in either polished brass or chrome 
for use on all interior doors of a 
house. The surface of the knob is 
an embossed mosaic of geometric 
forms, giving the knob a tiled or 
inlaid appearance. When on the 
door, the mosaic appears in chang- 
ing patterns as it is viewed from 
different directions. The new metal 
knob is two inches in diameter. 
Write the Yale & Towne Manufac- 
turing Company, Dept. AL, Stam- 
ford, Conn. 





Factory Galvanized Windows 


Factory galvanizing of Fenestra 
windows recently went into produc- 
tion at Detroit Steel Products Co. 
with the aim of producing main- 
tenance-free steel winodws at low- 


est cost. Special processing tanks 
installed in a new Fenestra plant, 
are large enough to handle a 12 x 
10 foot window frame in one oper- 
ation. The factory-galvanized win- 
dows, which need no paint, will rep- 
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7 Economical 


1 Weather Tight 


Windows Construction 
2 Permits Larger 8 Modern, 
Sash Area Attractive 


Appearance 


4 " ay 
3 Trouble-Free 9 Rugged 


Operation Construction 
4 Windows Per- 10 Uniform Mortise 
fectly Balanced Size 


11 Patented Adjust- 
able Device 


12 Lifetime 
Guarantee 
THE ONLY BALANCE WITH 

A LIFETIME GUARANTEE 


Guaranteed against imperfect workmanship or 
materials for the lifetime of the building in 


5 Permits Modern 
Window Design 


6 Quick Installation 


which they are installed. 


WRITE FOR LITERATURE 








MANUFACTURING CORPOR TION. 


ROCHESTER & Nit, WLR, 


~ 


PULA 








STRAIGHT CARS 
MIXED CARS 


including Lumber. 
Plywood, Doors 


eI 


co THE GRISWOLD LUMBER Co. Ey 


Manufacturers & Wholesale Distributors 
FAILING BUILDING PORTLAND 4, OREGON 


Prompt 
Shipment 


Dependable 
Values 











Telephone ATWATER 8319 
AFFILIATED 
MILL INTERESTS: 15 Million Feet Annuel Cut 45 Million Feet Annval Cut 


Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON | 
Buitpinc Propucts MERCHANDISER 
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moricas Favorite 
Residential Fleer” 
NORTHERN HARD MAPLE 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 


Suite 584 — Pure Oil Building 
35 E. Wacker Drive, Chicago 1, Illinois 













Majestic 
INDOOR INCINERATOR 


disposes of all burnable home refuse 


A profitable seller 
the year ‘round 


Every housewife is quick to 
see that this handy appliance 
saves steps, time, and trouble. 
The Majestic Incinerator gets 
rid of wastebasket trash plus 
wet and dry garbage by burn- 
ing it all indoors. Waste it- 
self serves as fuel. Unique 
downdraft does the trick! 
Dries the refuse and hastens 
complete burning. Guaran- 
teed. Taps to furnace flue in 
basement or utility room. 
Tips more profits your way. 
Write today. 


The Majestic Co. 


303-A Erie St., Huntington, Ind. 


No. 2 
Economy 
Model 


TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 


Se 


* 


ease) 











substantial 


resent 
three or five years when repainting 
of ordinary windows is usually nec- 
essary. For more than 35 years the 
Detroit Steel Products Co. has sup- 
plied, on special order, hot-dip gal- 


Savings every 


vanized Fenestra windows  proc- 
essed in commercial galvanizing 
shops. These hot-dip galvanized 
windows reportedly have been used 
in hundreds of installations where 
they successfully resisted the most 
destructive atmospheric conditions. 
Now galvanized in Detroit Steel’s 
own plant, the hot-dip keyed-in gal- 
vanizing process will be applied to 
Fenestra Architectural, Industrial, 
Residential and Apartment steel 
windows, using special equipment 
and technique, under complete qual- 
ity control. Galvanizing will be ap- 
plied after fabrication, so no part 
of the metal area can be left unpro- 
tected. All hardware and fittings 
will also be protected against cor- 
rosion. Write Detroit Steel Prod- 
ucts Company, Dept. AL-11, 2269 
E. Grand Blvd., Detroit 11, Mich. 

















Half-Round Pull 


This new Semi-Circular Drawer 
Pull, created by one of America’s 
leading designers, has a contempo- 
rary motif which lends itself to 
any period of decoration. Its de- 
sign also provides another versatile 
feature; the pulls can be applied on 
adjacent door openings to form a 
complete circle. Planned so that it 
could be used for replacement pur- 
poses, this drawer pull No. 550 is 
specially designed with standard 
3-inch centers. The new pull is die- 


cast of No. 5 Zamak. It is heavily 
plated in polished chrome, dull 
chrome, polished brass, dull brass 
or dull bronze. Write Ajax Hard- 
ware Manufacturing Corporation, 
Dept. AL, 4351 Valley Blvd., Los 
Angeles 32, Calif. 


SEND FOR THESE: 


Sales helps designed to increase 
ladder business and a two-page cat- 
alog are available from Woodenware 
Products Corporation, manufacturers 
of Watling step ladders, extension 
ladders, trestles, painter’s ladders, 
and various other equipment. The 
catalog serves as a convenient source 
of information for buyers on all lad- 
der specifications; as a workable cat- 
alog page for salesmen to quickly 
advise on all types of ladders; and 
as a handy chart for hanging in sales 
rooms for reference by prospective 
purchasers. For copies of folder and 
catalog write Woodenware Products 
on Dept. AL, St. Louis 1, 

0. 


The Astrup Awning manual offers 
complete descriptions of all types of 
awning equipment for modern store 
fronts. Subjects covered are Awning 
Fabrics, Lid and Awning Operating 
Mechanisms, Equipment for Alumi- 
num Roller Awning's, Pictures of Store 
Front Installations, Awning Operat- 
ing Gears. Also included are com- 
plete awning specifications for store 
front installations. Write the Astrup 
Company, Dept. AL, 2937 West 25th 
St., Cleveland 138, Ohio. 


Handbook of Material Handling 
with Industrial Trucks: A 72-page, 
practical guide for the analysis of 
material handling operations and the 
application of the unit-load method 
with power-operated industrial trucks 
and accessories is published by the 
Electric Industrial Truck Association. 
Divided into four sections, the hand- 
book contains: 1) The Evaluation of 
Industrial Truck Handling; 2) Mate- 
rial Handling Management, with sub- 
sections devoted to the preparation 
and use of flow process charts, han- 
dling operations in production, han- 
dling in storage, the use of unit loads 
in storage, with layouts, commodity 
and capacity factors, etc.; 3) The Or- 
ganization of an Industrial Truck Sys- 





tem, and 4) Practical Truck Engineer. 
ing. Single copies of the book are 
sold for $1.00, with special quantity 
prices on application. Executive offi- 
cials making application on company 
letterhead to The Electric Industria] 
Truck Association, Department AL, 
3701 North Broad St., Philadelphia 40, 
Pa., will be supplied a copy of the 
handbook with the compliments of 
EITA. This same offer of a courtesy 
copy is extended to deans and profes. 
sors of engineering colleges and uni- 
versities. 


Bulletin for users of conveyors tells 
how to determine correct conveyor 
type, how to select the proper model, 
various load conditions, and how to 
write specifications that will insure 
getting a unit correctly matched to 
the handling job. The bulletin covers 
custom-built SpeedLift portable belt 
conveyors for loading, unloading, 
stacking, and boosting; SpeedLift sta- 
tionary belt conveyors for production 
and assembly lines; and PermaLift 
permanent  floor-to-floor conveyors, 
For copy of the “How to Order” Bul- 
letin, write to Speedways Conveyors, 
Inc., Dept. AL, 1261 Niagara St. 
Buffalo 13, N. Y. 


Bulletin showing a 100-home project 
in Rochester, N. Y. Dural-Seal equip- 
ped, points out that the project has 
“efficient window equipment which 
costs no more than sash _ balances 
without weatherstripping.” Builder 
of the project is Frank J. Schantz. 
For copies of bulletin, Dural-seal cat- 
alog and prices, write Zegers Incor- 
porated, Dept. AL, 8088 South Chi- 
cago Ave., Chicago 17, IIl. 


Metal Lath and Plaster for Beauty, 
Strength, Economy, Permanence in 
both residential and commercial con- 
struction, is a 16-page, educationa. 
booklet issued by the Metal Lath 
Manufacturers Association. While 
prepared primarily to acquaint home 
builders with the outstanding advan- 
tages provided by the monolithic con- 
struction resulting from the combina- 
tion of metal lath and plaster for 
walls and ceilings, the booklet, even 
though it is non-technical, will prove 
of considerable interest and value to 
the architect, structural engineers 
and building designers. For copies 
write Metal Lath Manufacturers As- 
sociation, Dept. AL, 636 Engineers 
Building, Cleveland 14, Ohio. 
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Quality Lumber 


for 62 Years 


California Sugar Pine 
Ponderosa Pine 
Douglas Fir 

Red Cedar 

Western White Spruce 


Mouldings and 
b Cut-to-Length Win- 
i dow and Door Trim 


WINTON LUMBER SALES CO0., 7ossay ‘ower. MINNEAPOLIS 2. MINN. 
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’ CONNOR 


» “4 AYTITE” 


Maple and Birch Flooring 
in Cartons 


(or reqular lengths in bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 
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All the Data that he Needs for a 
SUCCESSFUL FIREPLACE 


Your builder customer, architect or owner welcomes a copy 
of the Donley Book of Successful Fireplaces. It gives him a 
grasp of the whole subject that he has probably never had. . . 
Not only design data, but scores of pictures that bring sug- 
gestions of exterior treatments. . . This 76 page book has 
chapters on typical masonry fireplaces, on projecting corner 
fireplaces and fireplaces serving two rooms—heat circulating 
fireplaces, outdoor fireplaces and barbecues. . . Treats of 
fireplace history, also common faults and how to cure them. 
To the dealer it means profitable turnover in metal specialties 
and mason materials. Price to public 50 cents. Special price 
to dealers. Arrange for a supply. 


The Donley Brothers Co. 


13928 Miles Avenue, Cleveland 5, Ohio 











UILDING Propucts MERCHANDISER 


AETNAPLY 


tips on 
how to save 


-..urge your 


PLYWOOD 


customers to... 


J Buy smaller panels. Standard 
sizes like 3' and 4' widths 
with 4', 5', 6', 7' lengths cost 
less in AETNAPLY Hard- 
woods. Figure smallest panel 
for cutting sizes. 


2 Use No. | grades when cutting up 
panels. No. | grade has sound face 
and allows pieced veneers as in Birch 
and Maple plywood. 


3 Practice cutting and finishing tech- 
niques on waste panels before using 
standard sizes for the final run. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave. 
ARmitage 6-7100 


BRANCH WAREHOUSES: Grand Rapids, Indianapolis, Rockford. 
SALES OFFICES: Detroit; Minneapolis; Milwaukee and Green Bay, Wis.; 
Virginia Beach, Va.; Marion and West Lafayette, Ind. 


SEE PHONE BOOK 































NEED 
PLYWOOD? 
Aetna may have 
just what you 
want — send in 
your inquiries. 











Chicago 22, Ill. 
Teletype CG305 



















RAINY LAKE LUMBER 


Sales Office 





NORTHERN 
WHITE PINE 


NORWAY 
PINE 














CO. Ltd. 


2020 Chicago Title & Trust Bldg.. CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd 


Rainy Lake, Ont 













NAMES IN THE NEWS 











SECURITY COMPANY’S new building designed for exclusive manufacturing of 
weatherproofing products on a production-line basis. 


Security Moves into Modern Plant 


“Security’s entire 30-year history 
is a series of successful expansion 
programs,” reports President V. Van 
Fleet as he proudly reviews step by 
step, the development of the Security 
Company and its subsidiary, the Se- 
curity Sash and Screen Company. 

Starting early in 1920 in the base- 
ment of his house, with the now 
popular Security Weatherstrips, 
father Earl Van Fleet soon had to 
move to larger quarters ... the 
family garage. Then additional space 
was needed as other products were 
developed or added. Through the 
twenties and early thirties, the con- 
cern’s growth was gradual and on 
a firm foundation. Shortly after his 
father’s death in 1932, youthful V. 
Van Fleet carried on the business 
with the aid of his mother and in 
1940, the various scattered “plants” 


in the neighborhood were consolidated 
in a new, specially built factory and 
store (for local sales). 

It was during the war years that 
the company’s Security Sash was de- 
veloped and put through rigid testing 
and proving. In 1946, production on 
this product necessitated the leasing 
of another plant of over 6,000 square 
feet . . . and so was launched the 
Security Sash and Screen Company. 

On the 15th of this month, the 
Security Company and its subsidiary, 
the Security Sash and Screen Com- 
pany, moved into their new building 
at 385 Midland Ave. in Detroit, Mich. 
The organization’s modern plant will 
have better than 20,000 square feet 
of daylighted working space with in- 
door loading and unloading facilities 
for faster shipping output, plus 
ample storage room for raw mate- 
rials, subassemblies and stock items. 





Upson Company Issues 
Tribute to FHA 


A Booklet entitled “Let’s Get Bet- 
ter Acquainted With Your Friend 
FHA” has been published by The Up- 
son Company of Lockport, N. Y., as 
a special tribute to the Federal Hous- 
ing Administration on the agency’s 
16th birthday. 

The Upson Company, world’s larg- 
est producer of laminated fiber wall 
and ceiling panels, points out in its 
booklet that in the 16 years of FHA 
operation nearly 13 million families 
have been assisted in building, buy- 
ing, refinancing or improving their 
homes or have been privileged to live 
in new rental units financed with 
FHA insurance. 

The booklet declares: “To the hard- 
working, extremely able men who 
comprise the personnel of the FHA 
must go the credit for the achieve- 
ments of this extremely worth while 
government agency. From private in- 
dustry, their compensation would un- 
doubtedly be higher but it is to their 
credit that we nevertheless have re- 
ceived in full measure the fruits of 
their loyal efforts. Through the un- 
tiring efforts of these public servants, 
the public is getting better housing 
and on easier terms than at any 
time during the history of this na- 
tion.” 

The Upson Company has announced 
that the booklet will be sent, among 
other places, to public libraries, busi- 
ness organizations and to members 
of Congress. 
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CARRY 


CONVEY IT 


Cut handling costs— 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-110. 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 


RAVITY & POWER 
CONVEYORS 
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South’s largest. 











Smith. 








operating methods. 
phasis on quality has built this company into one of the 


PORTRAIT OF PROGRESS 





The W. T. Smith Lumber Company, with one of its mills 
shown here, is a well known example of progressive, efficient 


Selective cutting, conservation and em- 


Sixty-six years of experience, modern plants and a perma- 
nent source of supply mean that you always will profit when 
you use the quality service and lumber production of W. T. 








Selective Cutting Assures Permanent Supply 
































W.T. 


CHAPMAN, 





ALABAMA 


66 YEARS OF MANUFACTURING YELLOW PINE* AND HARDWOOD 
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HERE'S THE ANSWER — ONE MACHINE — 
A WILSON for All these operations | 











aie 


D- @ Cross Cutting @ Rabbeting @ Shaping | 
is @ Compound Mitering @ Ploughing @ Fluting 

y’s @ Ripping @ Dadoing And Many More 

g- 2, 3, 5 and 7/2 HP 

all Models Available 

1A Manufactured by LS|t) 





MEDIA MACHINE WORKS, 
INC. 
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ve MEDIA, PENNSYLVANIA, U.S.A. lA lL cCuttinG MA acne 
‘ Established 1922 } 
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= | TWIN HARBORS LUMBER COMPANY 


eir 


7 Aberdeen, Washington 





: | Manufacturers and Distributors of all 
= | | WEST COAST WOODS AND SHINGLES 











| Wr gs - SCHUBERT 


Makes Pickets Picket Cutter 


Points 200 to 250 15%" to 354" width pickets per hour ear after ge use. 24" high. Hand operated. 30" 
with planer-smooth finish, No sanding required. E ong handle provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
of picket point. Light enough to carry to stock pile iumber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and curable enough for for literature. 


Net price $52.50 f.o.b. Wilmette, Illinois (Where state sales tax applies, add tax.) 


H.A.SCHUBERT CO. Machinists 











































1 WAVAUIET cb atcn cobs. G4 e Wilmette, Illinois 








PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Manufacturer ard Distributor 


PAUL BUNYAN LUMBER CO. 
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Hotpoint's Television Trial 


Hotpoint, Inc., Chicago, recently 
launched the first in a series of five 
a week television programs. The day- 
time show marks the advent of this 
electric appliance manufacturer as a 
regular user of television, which will 
supplement its extensive advertising 
in newspapers and national maga- 
zines. 

Called “Homemaker’s Exchange” 
and originating in New York, the pro- 
gram is sponsored daily from 4:00 to 
4:30 p.m., EST, over the 24 station 
CBS television network. Signed for 
13 weeks, the show will be a test of 
this medium for appliance promotion. 
Edward R. Taylor, Hotpoint general 
sales manager, said the broadcast 


probably would be continued up to a 
year at which time a review of con- 
trolled tests, merchandising results 
and audience reaction would dictate 
whether or not the company would 
add television to its advertising 
scheduling. 

The homemaking type of show was 
chosen by Hotpoint for its initial try 
at television because it seems to lend 
itself to the promotion of the 12 dif- 
ferent electric appliances for the com- 
plete kitchen and home laundry which 
the company manufactures in seven 
midwestern plants. In-use demonstra- 
tions of the various appliances will fit 
naturally into the format of planning 
and preparing interesting daily 
menus. 

Reaching into the key markets of 
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V-EDGE 
CASINGS 


For Windows and Doors 





8ist PENMETAL 
YEAR 


Smoother 
easier painting 
these are only part of the advan- 
tages. Let us send you our illustrated 
folder which tells the whole story 
of this better, low-cost metal casing 
made in bull nose and square nose, 


short flange or expansion flange. 


cleaner work, 
and finishing — 


joints, 


Penn Meta Company, INc. 





General Sales Offices: 205 East 42nd Street, New York 
District Sales Offices 

Philadelphia Chicago 
San Francisco : Dallas 

Factory Parkersburg, W : 


17,N. Y 


Boston . New York 
Seattle Los Angeles 


Detroit TatetQolare] sloliny 
Parkersburg, W. Va 























50 percent of Hotpoint distributors 
or their branch offices, the television 
presentation will be tied to a mer 
chandising program at the local level. 





an 

"Fit to Fight On Any Front" 
was strategy theme of recent Hot- 
point three-day Key Man conference 
at a Wisconsin resort. To dramatize 
hard-hitting field force, General Sales 
Manager, E. R. Taylor (right) trotted 
out his district managers on stage. 
First they appeared as “strong men” 
in tights, then as suave businessmen 
with brief cases. Left to right are 
J. F. McDaniel, assistant sales man- 
ager; D. W. Rennewanz, Seattle; 
H. J. Seaife, San Francisco; J. N. 
Thompson, Kansas City; M. M. Mow- 
bray, Dallas; M. K. Brody, Chicago; 
A. A. Borgemenke, Cincinnati; J. T. 
Nee, Zone manager, Atlanta; J. E. 
Brickenden, Cleveland; H. B. Crom- 
leigh, Philadelphia; J. S. Hicok, New 
York; and F. L. Cashman, Boston. 


Product Award to 
U. S. Plywood 


United States Plywood Corporation 
has been given a Product Award by 
the Society of Motion Picture Art 
Directors for “pioneering the develop- 
ment of new materials for the Ameri- 
can home—materials which success- 
fully combine function and beauty.” 

F. B. Smales, western division man- 
ager of the plywood company, ac- 
cepted the award at a recent cere- 
mony at Beverly Hills, Calif., at- 
tended by leaders of the film industry. 

The society’s membership includes 
leaders in the fields of architecture, 
painting, illustrating and stage de- 
sign. 


Simpson's Redwood Sales 
Office in Arcata, Calif. 


Simpson Logging Company’s red- 
wood sales office has been established 
at Arcata, Calif., where construction 
has begun on a planing mill, drying 
kilns, storage yards and other finish- 
ing facilities. Beginning in Novem- 
ber, a substantial portion of the cur- 
rent production of the sawmill will 
be brought to the Arcata yard for 
“sticking” and air-drying until the 
mill and kilns are ready. for use 
about July, 1951, according to Charles 
E. Devlin, Seattle, general sales man- 
ager. - 

The .Simpson Logging Company 
was established on the Olympic Pen- 
insula in 1895 and has long been 
known as a leading West Coast pro- 
ducer of forest products. Douglas Fir 
and Western Hemlock lumber and 
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Arkansas 
Soft 


ZA 
PINE 


All Ozan Pine is edge trimmed 
after kiln drying so that you and 
your customers get beautiful, 
straight-line lumber. 





All Ozan Pine is kiln dried direct 
from the saw. 












All Ozan Pine stays completely 
under cover from the kiln to the 
box car. Ozan Pine is accurately 
graded, dependable quality, dry 
pine lumber. 


Specify Ozan Arkansas Soft Pine 
for finest quality. 














OZAN LUMBER CO. 


Sawing Prescott, Arkansas 
Wood Since 


1891 


SOUNDBIL 








EXTERIOR and 
INTERIOR 


DOUGLAS FIR PLYWOOD 














SOUNDLY MANUFACTURED HOT PRESS PLYWOOD 


The illustration shows workers loading the hot press in the 
Puget Sound plant. Moisture-resistant “hot press" Exterior 
Douglas Fir Plywood is a specialty with us. 

"Soundbilt" Plywood is as carefully manufactured as any ply- 
wood can be. Every step in the manufacturing process is in 
accordance with the latest accepted principles. Supervision is 
close and systematic. 

Make "Soundbilt" your standard in buying Douglas Fir Ply- 
wood. Consult us on your requirements today. 


Pucet Sounp Ptywoop, Inc. 


Tacoma 2, Washington 


S3UILDING.Propucts MERCH..NDISER 

















Logged in 1936-1937 


HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for the 
past thirty-five years is providing for current needs of 
today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 
































HILL-BEHAN 


LUMBER CO. 


5601 Elston Avenue 


CHICAGO 30, ILLINOIS 
ROdney 3-4160 « Teletype CG-1464 






6515 Page Avenue 


ST. LOUIS 14, MISSOURI ¢ 
DEImar 1111 
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doors, Vouglas Fir plywood, insula- 
tion board products and acoustical 
products are manufactured in Simp- 
son’s Washington plants at Shelton 
and McCleary. 

Simpson’s general sales office is 
located in Seattle and its products 
are distributed throughout the coun- 
try with district offices located in 
San Francisco, Los Angeles, Fargo, 
Shreveport, St. Louis, Chicago and 
New York. 


"Old-Timers Day" at Ruberoid 


Employes of all plants and offices 
of The Ruberoid Co. throughout the 
country, on October 20 observed the 
company’s 64th anniversary as “old- 
timers’ day”. Special tribute was paid 
to members of the organization who 
have been with the company for long 
periods. 

Outstanding among the “old- 
timers” were five employes, three ac- 
tive and two retired, who have con- 
tinuous service records of 50 years 
or more. The three active “half-cen- 
turv men” are Ted S. Wilcox who 
started work as a clerk and is now 


Chicago manager of the company’s 
insulation department and a recog- 


nized authority on low pressure and 
high pressure insulations; Frederick 
Goble whose first job was cutting 
muslin with a pair of shears at the 
Ruberoid plant at Bound Brook, N. J., 
and who is now a consultant to the 
company’s new products committee, 
and Peter H. Fischer who started as 
a “marker boy” and has held various 
jobs important to the company’s 


manufacturing operations at Erie, Pa. 

Guests of honor at anniversary din- 
ners held at 10 Ruberoid plant loca- 
tions were members of the “Twenty- 
Fiver Club”, composed of employes 
having service records of 25 years or 
more. Membership in the “Twenty- 
Fiver Club” has risen to 291, and out 
of 2,342 employes having service rec- 
ords of 5 years or more, over a half 











have been with the 
than 10 years. 

In an illustrated anniversary leafict 
distributed to all employes, Herbert 
Abraham, president, presented statis- 
tics showing the company’s growth 
from small beginnings to a place of 
national prominence in the field of 
asphalt and asbestos building mate- 
rials. 


company more 





MODERN BUILDING for National Guard provides 11,500 square feet of space. 


New Home of National Guard Products 


National Guard Products, Inc., lo- 
cated for the last several years at 757 
Madison Ave., Memphis, Tenn., re- 
cently moved into its spacious new 
home at 540-42 Jackson Ave. 

The modern 11,500 square foot 
building will provide expanded fa- 
cilities for the manufacture of metal 
weatherstripping, decorative metal 
moldings, window guards, ornamental 
screen door grilles and other metal 
products which the firm produces for 
home and industry. 


Organized in 1932, the Memphis 
firm has grown steadily and now en- 
joys national distribution on its prod- 
ucts. The present expansion was made 
in order to give better service to its 
customers and assure prompt ship- 
ment of orders. Charles F. Smith, 
president and one of the founders, 
reports that to the best of his knowl- 
edge, National Guard Products, Inc., 
was the first in the country to manu- 
facture window guards. 





Reduce Delivery Costs 
and Speed up Deliveries 


with 


Unload a Load 
at a time 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog ond Prices 


The R=B COMPANY 


1921 Guinotte 


KANSAS CITY 1, MO. 





90 


Pa 


A ff f 






SINCE 1918 


/'In The Servite of — 


4 * ¥ 
LUMBERN 
f if. eS ne 8 
/ . Specialists ji protecifon for 
f _ © professipal safety engingérs. 
Canada. \ 


; x in 


ating in‘New Yeork state 





Substantial dividet@s have been returned to policyhald 







pé jumbersadustry: 





G0 hranch claim offire 


‘ 
% 
see * 
% 


wal foie ty Company™ef Iifinois 
airman > Kemper, presiden 
‘Chicago 


nce organization in 1912. 





Two Hours 





E. J. Linke, Pres. 
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Lumber Corp., Carlton, Ore. 
Douglas Fir 


A Sustained Yield Operation 


Graham Griswold, Secy. & Treas. 





Manufacturers 


Guy Haynes, V. P- 
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Let Ferguson take care 

of your lumber needs 
promptly, efficiently, 

satisfactorily. 


Ferguson has been 
satisfying buyers since 
1893. 


W. T. FERGUSON LUMBER COMPANY 
ST. LOUIS 1, MISSOURI 











Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


“A Wood for Every Purpose" 
KIRBY BUILDING HOUSTON, TEXAS 














"Is it as Good as Kirby's?” 
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JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 





C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 
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An Experienced Lumber Service That Knows the 


{ 

{ 
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{ 
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Wholesale Lumber Distributors 
4 

4 

4 

Producer's Problems and the Buyer's Needs. 
4 


CRYSTAL SPRINGS, MISSISSIPPI 
) “In the Heart of the Deep South” 
} Phone 169 P. O. Box 391 
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D. your customers a real service... recommend Tidewater Red 
Cypress. It is truly “The Wood Eternal’. This wood gives outstanding 
service, especially when used under adverse conditions. Can't be beat 
for homes, interior finishes, farm fences, silos, barns and many 
industrial uses. 


TERMITE RESISTANT: According to the U. S. Department of 


Agriculture, Tidewater Red Cypress is naturally resistant to 
termite destruction. 


DECAY RESISTANT: Nature has done for Tidewater Red Cypress 
what man has tried to do for other woods through artificial induc- 
tion of preservatives. 

AMERICA IS STILL TOO YOUNG TO KNOW HOW LONG TIDEWATER RED CYPRESS WILL LAST 


Take advantage of our free consulting service to help solve your next 


wood problem. 
othe FLEISHEL eam 


LUMBER COMPANY 





eal | OID 
“The Wood Eternut™ 


4237 DUNCAN AVE. « St. Louis 10, Mo. 





Manufacturers of 


RED CEDAR 
SIDING 


and 


SHINGLES 


The Brand to Rely on for 
Quality Products 


























Distributed through the 
Wholesale Trade exclusively. 





























THURSTON -FLAVELLE LTD. 


Port Moody, B. C. Canada 
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Stained Shingle & Shake 


Association Opens New Offices 


The Stained Shingle & Shake As- 
sociation has opened new headquar- 
ters at 5527 White-Henry-Stuart 
Building, Seattle. Effective October 
16, Ralph R. Byers became the sec- 
retary-manager. This association is 





Ralph R. Byers 


a little less than three years old, 
having been incorporated in Decem- 
ber, 1947. Its objectives are: 1) to 
promote the quality and use of 
stained shingles, grooved processed 
shakes and hand-split and resawn 
shakes in both the United States and 
abroad; 2) to carry on proper adver- 
tising to acquaint the public and the 
dealer and specifiers in the building 
industry with the merits of these 
products; 3) to establish grading 
rules and manufacturing standards 
in the interests of builders, distribu- 
tors and manufacturers. 

Mr. Byers joined the association 
with a wealth of experience in the 
shingle business having been con- 


nected with the industry for the past 
32 years in sales capacity. He was 
formerly connected with the Jamison 
Lumber & Shingle Co., Everett, 
Wash., the M. R. Smith Lumber & 
Shingle Co., Seattle and the Hunt- 
_ Shingle Co., Vancouver, 


McKeehan, manager of One-der 
Frame Corporation 


L. O. McKeehan has been appointed 
vice-president and general manager 
of the One-der Frame Corporation in 
Birmingham, Ala. He had served as 
sales manager until his promotion 
last month. 





[ O. McKeehan 


Formerly the One-der Window Sales 
Company, Inc. located at 2109 Third 
Ave., North, the firm recently 
changed its name as being more de- 
scriptive of the business, according 
to President S. E. Russell. One-der 
Frame at one time was solely en- 
gaged in marketing one-piece metal 





window frames. Today, the company 
also manufactures a door frame giv- 
ing the same advantages as the win 
dow frame. Plans are under way to 
expand production of these products 
for installation in housing projects 
and individual homes. 


Sudlow President of National 
Mineral Wool Association 


George D. Sudlow, vice-president in 
charge of sales of the American Rock 
Wool Corporation, Chicago, Ill., was 
elected president of the National Min- 
eral Wool Association at the latter 
group’s annual meeting held at 1270 
Avenue of the Americas, New York 
City. Mr. Sudlow succeeds William R. 
Wilkinson, vice-president, Johns-Man- 
ville Sales Corporation. C. J. Rusden, 
president of the Peltrock Insulation 
Manufacturing Co., was elected vice- 
president of the association. 

Prior to his association with the 
American Rock Wool Corporation, 
Mr. Sudlow was commodity manager 
of the U. S. Gypsum Company. 

The National Mineral Wool Asso- 
ciation is a trade association made 
up of manufacturers of mineral wool 
insulation. Members include such 
firms as: Eagle-Picher Sales Com- 
pany; Owens-Corning Fiberglas Cor- 
poration; Johns-Manville Sales Cor- 
poration; The Celotex Corporation; 
National Gypsum Company; Sloss- 
Sheffield Steel & Iron Co.; Baldwin- 
Hill Company; United States Min- 
eral Wool Company; The Flintkote 
Company. 








to slightly less in diameter. 


Meridian, Miss. 





CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 


Only genuine Simonds Bits and Shanks used. 


Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY 


The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 











MIXED CAR SERVICE on SHED STOCK 
For the RETAIL TRADE, Featuring: 


"Satin Finished” 


Soft-textured Yellow Pine Finish, Mouldings, 
Paneling, Ceiling, Siding and Flooring 
“Shed Conditioned” in the Rough AFTER KILN DRYING 
to insure Accurate Machining 


APPALACHIAN WHITE PINE PANELING 
BALDWIN LUMBER COMPANY 
CORNELIA, GEORGIA 


On the Main Line of SOUTHERN RAILWAY 
Offering FAST DISPATCH in all Directions 











TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 
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$30 to $50 A MONTH 
IN LUMBER AND LABOR 


TANNEWITZ WORKS 














AUTOMATIC 
GC A US E 





GRAND RAPIOS 
MICHIGAN 








Now in Our New Larger Modern Plant at 5237 E. Marginal Way 


BURNER with 
CONE GRATE 


* Burns 25%, More 
* With 75% less smoke and 
cinders. Fool proof 
We Also Build 


BOILERS — 5 TO 1200 HP. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 
MERS. FLANGED & DISHED HEADS 
We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


SEATTLE, WASH. 
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RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 











icane White Pine Ponderosa Pine 


White Fir 
Cedar 
SUGAR & WESTERN 
PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 















Pattern Lumber 
Selects and 
Shop 


SUGAR 
PINE 


California Ponderosa Pirie 
Mouldings ane Cut Stock 


Sugar Pine Spex 
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H. S. CHISHOLM, INC. 


737 W. 3rd St., Reno, Nevada 


Phone: 2-9125 P. 0. Box 1207 TWX: RE-40 
Wholesalers & Manufacturers’ Representatives 


Fine Sugar Pine, Ponderosa Pine, White Fir, 
Douglas Fir and Incense Cedar 


Cut Stock, Mouldings, Box Shook 





We Solicit Your Inquiries. 
Stock Sheets, Price Lists and Transit Car Lists 


mailed upon request. 








Shevlin-McCloud 


Lumber Co. 


Distributors of 


SHEVLIN PUWE 


PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 

| WHITE FIR 





Selling the Products of: 
THE McCLOUD RIVER LUMBER CO. 


McCloud, Calif. 
THE SHEVLIN-HIXON COMPANY 


Bend, Ore. 


MEMBER 
Western Pine Association EXECUTIVE OFFICE 


Pondercea Plane Woodwork 900 First Nat‘l-Soo Line Bidg. 




















BUILDING Propucts MERCHANDISER 





PLANER and JOINTER KNIVES 


- also high speed knives and molding cutters 
Sa the woodworking industry. 
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KZ i 
TAYE & co. 


Riegelsville, New Jersey 
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Western Agents: 
Hall & Brown. W. W. Machine Ce.. St. Louis, Mo. 








West Coast Lumbermen's Association MINNEAPOLIS 2, MINN. 


—| 
UNIFORM QUALITY 








District Sales Offices 


San Francisco 5 New York 17 














,) PECAN 
ASH 


You are sure of quality and uniformity of CAHABA Brand 
Hardwood Flooring. It is carefully dried and precision ma- 
chined. Available in straight or mixed cars with air dried 
Yellow Pine Boards and Dimension. For prompt attention on 
your needs phone or write 


Miller & Company, Ine. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 23761 


Hardwoo 
Flooring 
































































This emscem on 


YOUR DOOR MEANS... 


Q More profits for you 


Q More service to 
your customers a 7 
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Let Ws tell you more about | ead 
it and send you a copy of... 
THE ABC'S OF MAKING MONEY 


ALLIED BUILDING 
CREDITS, INC. 


MEAD OFFICE: 3109 WILSHIRE BLVD. + LOS ANGELES 


NATIONWIDE SERVICE 


OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 
WOODWAY 
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@ VENETIAN BLIND—SLATS, 
RAIL & FASCIA 

@ MOULDINGS—ST'D & SPEC. 

@ FURNITURE DIMENSION:. 

@ GLUED-UP STOCK 

@ COMMERCIAL KILN DRYING 

@ CUT STOCK 
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WE SPECIALIZE IN BASS. 


OOD AND PONDEROSA 


PINE; OTHER 
; NORTHERN 
HARDWOopDs AVAILABLE. 


























WOODWAY quality, 
means 
Extra Profits 
for YOU 


“The Good Way to Ruy 
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COMPANIES ANNOUNCE 


W. L. Brauning was appointed red- 
wood sales manager for the Simpson 
Logging Company, according to 
Charles E. Devlin, Seattle, general 
sales manager. Mr. Brauning will 
handle the sale of lumber from Simp- 
son’s redwood stands near Klamath, 
Calif., which were purchased in 1948. 
C. H. Kreienbaum, San Francisco, is 
general manager of the Klamath 
Working Circle. Logging operations 
in this stand have been under way 
for more than a year and production 
of green lumber at the Simpson saw- 
mill at Klamath for about 10 months. 
Mr. Brauning has been active in the 
sale of redwood since 1945. He was 
vice-president of Coastal Plywood 
and Timber Company at Cloverdale, 
Calif., until 1947, and since then was 
general manager of the International 
Timber Products Company, also in 
Cloverdale, until he joined Simpson. 


Louis D. Root, president of the 
New York Wire Cloth Company of 
New York City and York, Pa., one 
of the world’s oldest and largest 
manufacturers of wire screening, an- 
nounces the appointment of Stuart 
M. Jones as vice president in charge 
of sales for Durall Aluminum Tension 
Screens, Aldura Aluminum Screen- 
ing, Liberty Bronze Screening, and 
Opal Galvanized Screening. He suc- 
ceeds Wilson F. Barnes, who retired 
June 30. Mr. Jénes joined the New 
York Wire Cloth Company in 1940 
and was promoted to general sales 
manager in 1946. 


Sloane-Blabon Corporation has ap- 
pointed Le Valley-McLeod, Inc., of 
Elmira, N. Y., as distributor of its 
smooth surface floor coverings, Rob- 
ert C. Robinson, Eastern sales man- 
ager, announces. Effective immediate- 
ly, Le Valley-McLeod, Ine., which 
maintains sales offices at 215 E. 
Church St., Elmira, N. Y., will handle 
the complete Sloane-Blabon line and 
service dealers in and around the 
city’s sales territory. Smooth surface 
floor covering products produced by 
the Sloane-Blabon Corporation in- 
clude: linoleum, Texfloor linoleum, 
resilient enamel (felt base) rugs, 
yard goods and wall coverings, Koro- 
seal tile, cove base and cove mold- 
ing, and Texfloor, marbletone, rub- 
ber, asphalt and industrial floor tile, 
and Sloane Quality linoleum wax and 
cleaner. 


Paul C. Wilmot has been ap- 
pointed general sales manager of Jay 
G. McKenna, Inc., Elkhart, Ind., man- 
ufacturers of Kennatrack sliding door 
hardware, according to General Man- 
ager Paul Fishbaugh. Mr. Wilmot has 
had a number of years of sales ex- 
perience in Texas and Michigan prior 
to assuming duties with McKenna. 


Walter C. Byrd, sales manager of 
the Mobile, Ala., district for the 
Ruberoid Co., has been appointed 
sales manager of the company’s en- 
tire southern division with headquar- 
ters in Baltimore. Mr. Byrd recently 
completed 25 years of continuous 
service in the Ruberoid sales depart- 
ment in the south. Succeeding Mr. 
Byrd as sales manager of the Mobile 
district is Frederick K. Sweeney who 
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has been for some years assistant 
sales manager of the western divi- 
sion with headquarters in Chicago. 
Fred Groot has been appointed as- 
sistant sales manager of the western 
division, with headquarters in Chi- 
cago, succeeding Mr. Sweeney. 


R. M. “Russ” Castell, president of 
Russ Castell & Associates, wholesale 
distributors of Pacific Coast forest 
products, announced his principal 
partner in the procurement and mar- 
keting firm—Francis U. Mandis— 
would head the purchasing of lumber 
department and direct the sales and 
advertising for their organization in 
Southern California, Mexico, Arizona 
and Texas. 


George Kay, president of the Kay- 
Tite Company, West Orange, N. J. an- 
nounces that sales for the 11 western 
states will be handled _ entirely 
through the Kay-Tite Company, 1717 
Westlake Ave., No., Seattle 9, Wash. 


Strand Garage Door Division of De- 
troit Steel Products Company, De- 
troit, has announced the appointment 
of the local branch of Huttig Sash 
and Door Company at 1210 South Van 
Deventer St., St. Louis 10, Mo., as 
distributor in that section. A. R. Fer- 
guson is the local Huttig manager, 
and Walter W. Kopp, assistant man- 
ager. 


OBITUARIES 


EDWIN LEONARD  SHEVLIN, 
vice-president and director of the 
Shevlin-McCloud Lumber Company, 
Minneapolis, died October 13. Mr. 
Shevlin was Executive  vice-presi- 
dent and director of The Shevlin- 
Hixon Company, director of Monarch 
Lumber Company, Great Falls, Mont., 
director of Building Service, Inc., 
Great Falls, Mont., director of Pon- 
derosa Pine Woodwork, Chicago, III. 
He had been in the lumber business 
ever since graduatiing from Yale in 
1921. Was with the Eastern & West- 
ern Lumber Company, Portland, Ore., 
for a short period of time, joining 
The Shevlin-Hixon Company at Bend, 
Ore. in 1922. He was in the New York 
sales office of the Shevlin organiza- 
tion from 1925 to 1931. Returned to 
Bend, Ore., in 1931 and was there un- 
til 1939. On January 1, 1939, he went 
to Minneapolis as vice-president. 


WILLIAM THOMAS BAILEY, JR., 
associated with the W. T. Bailey 
Lumber Company, Virginia, Minn., 
died October 20 following a long ill- 
ness. Mr. Bailey held a doctor of 
medicine degree received at the Uni- 
versity of Pennsylvania but was iden- 
tified most of his life with the lumber 
business established by his father, 
the late W. T. Bailey, Sr. Born at 
Grand Haas, Mich., Mr. Bailey moved 
with his parents to Duluth where his 
father began his lumber operations. 
Early headquarters were in Duluth 
but operations covered a large scope 
of country. Some of the most ex- 
tensive mills and manufacturing op- 
erations of the business were main- 
tained at Virginia where W. T. Bailey, 
Jr., joined his brother, Richard Rob- 
erts Bailey, in carrying on the family 
enterprise. 
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PATRICK F. KING, 68, a director 
and former vice-president of the 
Stanley Works, New Britain, Conn., 
died October 27. He had completed 
50 years of service with the company 
on October 1. Mr. King started to 
work for the Stanley Works as a 
trucker in the shipping room. He 
was promoted to the invoice depart- 
ment as a clerk, and in 1907 became 
head of that department. During the 
next ten years, he took over addi- 
tional duties involving freight, traffic 
and sales correspondence. 

In 1917, Mr. King was appointed 
sales manager of the firm’s cabinet 
hardware line. In 1919, he became 
the assistant secretary of the com- 
pany and during the same year, sales 


manager of the hardware division. 
He was elected vice-president in 
charge of hardware sales in 1941, 


and in 1945 was made vice-president 
in charge of the hardware division 
of the company, including the plant 
at Niles, Ohio. He was elected a 
director of Stanley Works on March 


29, 1945. 


DEE G. WHEELER, 62, manager 
of the Celocrete Department of The 
Celotex Corporation, passed away Oc- 
tober 21. Mr. Wheeler had been as- 
sociated with Celotex since 1938 and 
most of his business career was spent 
in the building materials industry. 
He was a veteran of World War I, 
having served witih the 415th Signal 
Battalion, and was a member of the 
American Legion and Veterans of 
Foreign Wars. 


L. C. SCHMOLDT, 72, well known 
in the building material field, died at 
his home in Minneapolis, October 30. 
He had not been active in business 
for the past five years due to illness. 
Mr. Schmoldt was associated with the 
Weyerhaeuser interests for several 
years and with M & O Paper Com- 
pany as sales manager for Insulite. 
At the time of his death he was in 
charge of sales for F & I Products, 
a jobbing concern in St. Paul, Minn. 


ABRAHAM H. GROSS, president 
and founder of the Sheffield Bronze 
Paint Corporation, passed away very 
suddenly. Mr. Gross had spent his 
professional years in the paint indus- 
try. As a lad of 17, he started in the 
paint field with a few years of business 
experience gained with his own com- 
pany, the Star Printing Company. 
His contributions to the advancement 
of the paint specialty field were many, 
noteworthy ones being his develop- 
ment and manufacture of oil colors 
in tubes, and bronze powders in vials. 
Mr. Gross exploited this field, and de- 
veloped his firm’s position to one of 
national prominence and leadership. 


PETER MURPHEY, 25, salesman 
for Thomas E. Coale Lumber Com- 
pany, Philadelfhia, was killed in an 
automobile accident, October 10, at 
New Brunswick, N. J., while return- 
ing from a business trip to New York 
City. He was a Navy Veteran of 
World War II and a graduate of St. 
Francis College, Loretta, Pa. 


E. C. WALSH, president of E. C. 
Walsh Ltd., died recently at his home 
in Vancouver, B. C. He was born in 
Saint John, N. B., in 1874 and en- 


}UILDING PRopUCTS MERCHANDISER 


tered the lumber business on his ar- 
rival in Vancouver in 1889. For a 
time he was local sales manager for 
the old Hastings Mill and later owned 


several sawmills before becoming 
lumber purchasing agent for Im- 
perial Munitions Board during the 


First World War. He moved to Rus- 
kin, B. C., five years ago, conducting 
his business from there until his 
death. 


CARLTON STONE, 73, president 
of the Hillcrest Lumber Co., Mesachie 
Lake, B. C., died in a hospital at 
Duncan. He was engaged in the saw- 
mill business in B. C. for 40 years 
and achieved fame by pioneering 
B. C. lumber on the United Kingdom 
market by cutting to old country 
dimensions. He also developed the 
use of hemlock commercially and in- 
troduced for the trade the Swedish 
gang saw. 

Born in East Anglia, 1877, he came 
to Canada as a lad and worked on 
the prairies under frontier’ conditions 
before reaching the Pacific Coast. 
He built up his lumbering interests 
“from scratch” in Cowichan and op- 
erated his plant for 25 years in 
Sahtlam district, five miles west of 
Duncan, moving to Mesachie Lake at 
the end of World War II. Mr. Stone 
leaves five sons, all associated with 
his firm. 


JAMES SMITH, production man- 
ager for the Southern Division of the 
Hammond Lumber Company, Los 
Angeles, Calif., died suddenly in 
Los Angeles on October 17. He had 
been associated with the company 
for more than 26 years. Mr. Smith 
was well known for his cooperative 
efforts with the Los Angeles Chamber 
of Commerce in connection with labor 
relations and air-pollution problems. 
Mr. Smith was born in Scotland in 
1892 and served with the British 
Army in World War I. 


HOW TO CONTROL YOUR 
PURCHASES, INVENTORIES 
AND SALES 


(continued from page 46) 


month. Through use of the 
Dollar Control Book the 
Manager is able to obtain 
a current picture of the 
purchasing and sales oper- 
ations and of the inventory 
position of each depart- 
ment and of each major 
group of items carried by 
the Company. The Manag- 
er can then give immediate 
attention to those segments 
of the operations or inven- 
tories which require it. 
(Further information re- 
garding this progressive but 
small organization will be 
found in the article, “Plan 
for Progressive Management,” 
AL&BPM, March 25, 1950 and 
the Master Merchant article 
about this firm in the issue of 
February 28, 1948.) 

















WILL NOT SHRINK 
STICKS AND STAYS pity 
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it WORKS BETTER. 






Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 



























Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Har 

Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 





( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
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The PLASTIC Repair Material 





in POWDER Form 





WANTED 
YARD MANAGERS 


TO REMODEL 
20,000,000 HOMES 








MOST OWNERS HAVE SUB- 
STANTIAL EQUITY, CASH IN 
BANK -AND ARE EASY TO 
FINANCE 





HELP — HELP 


Send photo and rough floor 
sketch for 


FREE 
SUGGESTIONS FOR 
REMODELING 


LUMBERMAN’S PLAN SERVICE 
120 Machin St. Peoria 5, Ill. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 

All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No ors commission or cash discount 


allowe 
Terms — Cash With Order 
Minimum Charge §2.00 
Rates: 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
’ Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times — 7c per word for each insertion. 
Minimum charge of 35c per line. 
For advertisements bearing box number count 
five extra words. ere are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED © 











WANTED: Young man for retail lumber yard, 
Eastern Wisconsin area. Must be familicr 
with office detail and able to handle counter 
trade. Good future for right man. Give 
references and salary expected. Address Box 
F-52, American Lumberman, Inc. 





Thoroughly experienced manager executive 
who can take complete charge of every 
phase of lumber and building supply opera- 
tion. Address Box G-21, American Lumber- 
man, Inc. 





SALESMAN—Man preferably under fifty, fa- 
miliar with estimating, building and selling 
custom millwork. Excellent position for quali- 
fied man. 
THE BUCHANAN LUMBER COMPANY 
CUMBERLAND, MARYLAND 





MILLWORK ESTIMATOR 


Wanted by long established, but still growing 
concern located in North Eastern Indiana. 
Give full particulars of your experience as 
an estimator and other experiences such as 
selling, detailing and billing, etc., age, salary 
expected and how soon your services -nay 
be available. Address Box G-40, American 
Lumberman, Inc. 





Wanted 


Experienced detailer and biller of special 
millwork for every kind of building including 
schools, churches, office buildings, etc. When 
applying give full particulars of your experi- 
ence, your age, salary wanted, and how 
soon available. Address Box G-39, American 
Lumberman, Inc. 








HELP WANTED 
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SITUATIONS WANTED | 











WANTED: Aggressive young man to manage 
small retail yard, Milwaukee area. Must 
have lumber and millwork experience, be 
willing ‘to wait on customers and act as 
tallyman. Good op gg and future for 
right man. Address Box F-53, American Lum- 
berman, Inc. 


WANTED: For yard in Milwaukee area com- 
petent yard man. Must be experienced in 
retail lumber and millwork. State salary ex- 
pected and references. Address Box F-54, 
American Lumberman, Inc. 


WANTED SALESMAN—Middle West territory. 
To handle established millwork jobbing trade, 
for large middle west stock millwork manu- 
facturer. State experience and references. 
Address Box G-24, American Lumberman, Inc. 


ACCOUNTANT 

Experienced accountant wanted for lumber re- 
manufacturing firm located in Sacramento, 
California. area. Must have lumber experi- 
ence and be thoroughly qualified to handle 
cost and general accounting, inventory con- 
trol, etc. Good opportunity. Reply giving 
resume of experience, training, personal data, 
salary expected, availability. Address Box 
G-25, American Lumberman, Inc. 


WANTED 


Man to practically start and conduct sales 
department. Must be experienced, resource- 
ful, sober, industrious: Between 30 and 50 
years of age. Ours is a manufacturing and 
nn ge ge | Yellow Pine, Hardwood and 
single unit Oak Flooring set up. 














Have ample capital to conduct safe whole- 
sale business but primary need is to market 
own produce in best market at profitable 
sales price. Three plants. one in Louisiana 
and two in Mississippi. Normal shipments 
about 25 million feet combined woods. 


Must be proven result getter or will not fit 
this place. Our hope is to employ a man 
who can show in reasonable time he is 
worth more than starting salary. Profit par- 
ticipating plan possible. 


Reply by mail (we will treat confidential) 
giving brief outline, salary, experience, age. 

. L. Behan, Sr., Columbus Lumber Co., 
Brookhaven. Mississippi. 





LUMBER YARD SUPERINTENDENT 

To take charge of busy retail lumber yard for 
a large Cincinnati, Ohio, building materials 
supply firm. Prefer one thoroughly familiar 
with lumber grades. Position calls for experi- 
ence in handling men, loading of trucks and 
supervising the unloading of rail shipping. 
Good opportunity for right man. Write fully 
giving age. experience, references. Address 
Box G-41, American Lumberman, Inc. 


MILLWORK DETAILER-BILLER 
Fine opportunity with long established custom 
woodwork plant for capable, experienced, re- 
liable man. Confidential. Address Box G-42, 
American Lumberman, Inc. 








Wanted an experienced detailer, biller and 
estimator for special wood mill work. State 
age and marital status. Address Box G-43, 
American Lumberman, Inc. 





Millwork man, experienced, 30-40 years old. 
Able to handle phone and salesmen’s orders 
for large jobber and manufacturer. Good 
chance for advancement. Give experience, 
references and salary expected. Address Box 
G-45, American Lumberman, Inc. 





Lumberyard in Wheeling. West Virginia, four 
employees, needs experienced all around 
man to help owner manage successful busi- 
oom. Write Box G-38, American Lumberman, 
nc. 





WANTED: Experienced salesman for a lum- 
ber and millwork wholesaler, acquainted with 
West Coast Florida. Address Box G-46, 
American Lumberman, Inc. 


SITUATIONS WANTED 


Wanted position as band saw filer, 25 years’ 
experience, and guarantee entire satisfaction 
or no pay. Also experienced as planing mill 
mechanic, and can report on short notice. 
Address Box G-26, American Lumberman, Inc. 














EXPERIENCED DETAILER AND BILLER 
Must be capable of taking = measurements, 
making detail drawings an piece billings for 
our Architectural Wood-working Plant. 

FORT WAYNE BUILDERS’ SUPPLY CO. 

Fort Wayne. Indiana 
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Superintendent of Southern Pine Mills and 
Retail Yards. Ten years’ experience. Now 
employed. Desires change. Married. 39 years 
old, sober and dependable. Best of refer- 
ceaen, Saaeeee Box G-30, American Lumber- 
man, Inc. 





————, 


Sales or managerial position with wholesale | 
or retail building material company, office or © 
travel. Engineering degree, 15 years’ expe. — 
rience in lumber, millwork, roofing, steel, — 


insulation and allied yard items. No. Illinois 


or Eastern Iowa preferred. Address Box F-60, | 


American Lumberman, Inc. 





Lumberman, 36, married, Jewish, thoroughly 
experienced, good organizer, excellent at fig. 
ures, seeks executive position with oppor 
ity for advancement. Minimum salary $5000.00, 
Presently employed. Address Box G-44, Amer. 
ican Lumberman, Inc. 





Experienced lumberman, age 38, single, wants 
position with progressive, well-rated retailer, 
wholesaler, or manufacturer as accountant or 
auditor. Minimum salary $350 month. Address 
Box F-35, American Lumberman, Inc. 





MILLWORK SUPERINTENDENT 
Detailer-Biller, years of experience, large vol- 
ume detailed millwork. Goo: expediter. Ad- 
dress Box F-24, American Lumberman, Inc. 


SALES REPRESENTATION 
AVAILABLE 


WHOLESALE BLDG. MATERIAL SALESMAN 
Wishes association with reputable wholesaler 
of lumber and/or millwork. Clientele located 
Northern New ves Background 23 years 
selling experience. Address Box D-53, Ameri- 
can Lumberman, Inc. 














ATTENTION MANUFACTURERS! 
Years of experience in selling wholesalers, 
hardware, mill supply, paint and lumber sup- 
ply. For volume contact 

ALLEN SALES COMPANY 

336 BROADWAY 

NEW YORK 13, NEW YORK 


LUMBER & DIMENSION 
WANTED 














Wanted several cars of YP, Fir or Spruce bed 
slats. EE. State price and delivery date. 
Bernard Sales Co., St. Paul, Minn. 


WANTED—American Walnut, all thicknesses 
and grades. P. O. Box 1323, Cumberland, 
Maryland. 


BUSINESS WANTED 


WANTED TO BUY 
Retail Lumber Yard and Building Supplies 
with good sales volume. Have cash to in- 
vest. Can give excellent bank trade and 
character references. Give full particulars 
which will be held strictl confidential. 
Write P, O. Box 1138, Dania, Florida. 


BUSINESS OPPORTUNITIES 
_ FRANCHISES OPEN—NO COST 
ALL ALUMINUM ARISTOCRAT STORM SASH 


—525 fabricators in 48 states represent Vulcan 
Metal Products with attractive profits from 
local fabrication. We manufacture, furnish 
direct representation to set up production, 
sales and training. This is your opportunity. 
VULCAN METAL PRODUCTS COMPANY 
5015 19th Avenue, North 
Birmingham. Alabama 
































LUMBER MILL OPPORTUNITY 

FOR SALE—Approximately 54% (Controlling 
Interest) of outstanding stock of a Lumber 
Mill, located in East Central Pennsylvania. 
Located in re lumber marketing area. Mill 
is equipped to do timbering on its own 
tracts; Sawing, Surfacing and Manufacturing 
of lumber products. Excellent opportunity for 
lumber man willing to put his effort behind 
the business. Write Itterly-Walter, Inc., 104 
Walnut Street. Harrisburg, Pennsylvania. 


USED MACHINERY WANTED | 

















WANTED: 1 good used automatic circular 
cross-cut saw sharpening machine about 72 
saw capacity. similar or equivalent to #772 
Hanchett Sharpener. 
Aber Box and Basket Factory 
Jacksonville, Texas 


November 18, 1950, AMERICAN LUMBERMAN & 
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